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PREFACE 


The International Trade Administration of the Department of Commerce, 
as part of its export promotion program, has produced this report to 
help U.S. manufacturers of builders' hardware products classified 
under Standard Industrial Classification Code 34294 locate and 
develop export markets for their goods. The report was prepared by 
Franklin E. Williams, senior building materials analyst. 

The Department of Housing and Urban Development has recently begun a 
comprehensive, long-term program to improve the productivity and in- 
ternational competitiveness of the homebuilding industry. As one of 
the first steps in this effort, the Departments of Commerce and HUD 
have signed a Memorandum of Understanding to establish a cooperative 
interagency effort to help educate the building product and homebuild- 
ing industries about the challenge of international competition. 
Publication of this report is one of the first accomplishments of the 
joint undertaking. 

Some of the information in this report is specific to the markets for 
builders' hardware products in selected foreign countries, and some 
of the data and sources are general in nature and may be useful to 
other American manufacturers. 
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Chapter I 

FOREIGN MARKETS FOR BUIIDERS' HARDWARE PRODUCTS 


The export market for U.S. builders' hardware accounted for almost 8 percent 
of total annual product shipments during the period 1980-86. 

Following an increase of almost 27 percent from 1980 to 1981 and then a 
decline from 1981 to 1982, the value of U.S. exports of all builders' hardware 
products increased slightly each year (with the exception of 1985) during the 
1980 's. However, frcm 1986 to 1987, exports of builders' hardware products 
increased sharply, rising almost 22 percent. It is highly probable that the 
U.S. dollar's favorable foreign exchange ratio in 1987 contributed 
significantly to this increase. Exports over this 8-year period are: 

1980 $143.2 million 

1981 181.3 million 

1982 171.5 million 

1983 172.4 million 

1984 189.6 million 

1985 179.8 million 

1986 184 . 9 million 

1987 224.7 million 

The following table provides the 1982-87 U.S. export data (in millions of 
dollars) for the seven groups of builders' hardware products: 

1986 1987 


$ 4.8 $ 6.3 

29.4 40.8 

47.7 68.2 

18.7 20.6 

5.4 4.8 

20.5 19.4 

58.4 64.6 


Schedule B No. 

1982 

646.9120 

$ 6.2 

646.9140 

25.7 

646.9180 

31.3 

647.0820 

17.0 

647.0830 

6.6 

647.0840 

39.7 

647.0860 

44.9 

Source: Bureau of the 

Census 


1983 

1984 

1985 

$ 6.4 

$ 5.6 

$ 6.3 

32.0 

44.3 

33.9 

38.2 

41.6 

43.4 

13.2 

16.4 

15.8 

8.2 

5.8 

5,9 

25.0 

25.4 

19.3 

49.4 

50.6 

55.1 

S. Department of 

Commerce 
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Definitions of these Schedule B numbers follow: 

electrically^operated^iuggage^locks^ ^ Y ' c ° mbination ' or 

an the foregoing, an^ pargXJS* MK&j ^SST*** 
646.9120 - Padlocks 

646.9140 - locks locksets, night latches, deadlocks, rim locks 

64 , 9180 . — 
locS: SfSte S slidjn3 dCOr 

suitab^for'S'^with?” 017 ' ' IBuilders ' 01,4 tumiture hardware (except casters) 

HZ-!!!™ • P?° r olosers parts thereof. 

647.0830 - Hinges and butts. 

H Z - SSS d0Or PUllS ' 

hardware? 0 SaSh ' dhelf ' slldln S d °°r, and other builders' 


Table l shows U.S. 
the world for the 


domestic exports of the above 
six-year period, 1982-87. 


products to countries around 
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Chapter II 


GENERAL DATA ON SOME SELECTED COUNTRIES THAT APPEAR TO OFFER 
POTENTIAL FOR INCREASED IMPORTS FROM THE UNITED STATES 


^ 1 ?Q^ te ^^ leCt f d ^ had . of u - s - builders' hardware 
nf^L 1981 ^^ 1 ^ 86 ° r substantial imports in recent years. These were The 
Bahamas' Bartoadc^, Cameroon, Canada, The Peoples Republic of China, Honduras, 

? f Malaysia, Mexico, Norway, Saudi Arabia, Sweden, Taiwan, 

Thailand, Turkey, and the United Kingdom. 

We have included those countries in which the senior commercial officers 
designated prospects for increased U.S. sales of builders hardware as only 
fair, believing that although the potential is not high, there nevertheless 

2~ st sane prospects for increased exports of American builders' hardware to 
these countries. 

To assist in preparing this guide, questionnaires were mailed out to the 
senior commercial officers at U.S. foreign service posts in these countries. 
The questionnaire, which appears in the appendix of this report, was designed 

n ^ general information about the potential market for 

U.S. builders' hardware in these countries. 

The information received from the foreign service officers, supplemented by 

_ . . available market studies and foreign trade data, appears in the 

following country "profiles." 

addi J iot ? al information on each country's general economic situation, 

®f wel1 53 information (such as export licenses, 

import requirements, etc. ) , one should contact the country desk officers In 

m mvJv t ^ natl ^ n ^ 1 P^de . Administration . The name, telephone number, and room 

officer are provided. letters should be addressed to the 
^dividual ^including room number, International Trade Administration, 

Herbert C. Hoover Building, U.S. Department of Commerce, Washington, DC 20230. 
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THE BAHAMAS 


Prospects for sales of American builders' hardware in the Bahamas are good. 
Since 1983 imports of builders' hardware from the United sta tes into The 
Bahamas have grown tremendously, particularly in 1985 and 1986. This trend is 
expected to continue since the United States is a major source of building 
supplies to this country, accounting for at least 65 percent of all builders' 
hardware products imported to the Bahamas. U.S. exports of builders' hardware 
to the Bahamas were valued at $8.2 million in 1985 and $16.5 million in 1986. 

There are no regulations or product standards for builders' hardware in The 
Bahamas. Building owners mate the final decision regarding specifications, 
and contractors are responsible for the purchase of building materials. It is 
advisable for U.S. suppliers to deal directly with retail store buyers since 
all of the major contractors purchase supplies locally from building supply 


s ^° e there are no trade shews held locally that are geared to promote U.S. 
products, most promotions by U.S. firms are done either via the mailim of 

materials ' "9“* distributor requests, or through trade shows in 
the United States. 


A major security company's representative recently told American embassy 
personnel that there is a growing concern for security among residential and 
ccraiiercial property owners. This company bases this conclusion on information 
obtained from a survey it conducted to ascertain the potential market for 
access control units in the Bahamas. This survey was directed at banks 

^ scme high-risk office buildings. So far, there is concern 
that the units are too costly; however, it is felt that if security personnel 
were trained to be sales people for these units, the response from the 
business community would be more encouraging. 


U.S. Exports of Builders' Hardware to the Bahamas, 1982-87 
(thousands of dollars) 


Schedule B 

1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

646.9140 

646.9180 

647.0820 

647.0830 

647.0840 

647.0860 

$ 40 

184 

49 

1,737 

79 

55 

592 

$ 32 

143 

78 

1,521 

14 

84 

116 

$ 25 

127 

87 

1,637 

11 

82 

1,922 

$ 23 

83 

59 

1,198 

19 

227 

6,602 

$ 97 

53 

95 

1,422 

24 

137 

14,714 

$ 56 

70 
295 
2,417 
100 
496 
7,574 

Total 

$2,736 

$1,988 

$3,890 

$8,211 

$16,543 

$11,008 


HA Desk Officer to contact: Mark Kideu, (202 ) 377-2527, Room H-3314 
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BARBADOS 


Currently, the construction industry in Barbados is booming with strong 
housing development, school renovation, and shopping mall construction. 

Since the United states has the majority share of the builders' hardware 
market in Barbados, with a little competition from the United Kingdom and a 
few Caribbean Islands, American standards are mainly used in connection with 
specifications. In the case of government or large business projects, the 
security/locking systems are recommended by the consulting engineers or the 
architects. Such systems are usually not available from domestic producers. 

The average Barbadian building owner engaged in contracting for the 
construction or renovation of a building (i.e. , house or other structure) 
might choose its locking system with seme advice from either the building 
contractor or sales clerk in a retail cutlet. The selection of builders' 
hardware available to the general public in retail stores is either supplied 
by the agent/distributors or by the store manager. 

Additional information on standards may be obtained from the Barbados National 
Standards Institute, Culloden Road, St. Michael, Barbados, West Indies. 
Telephone (809) 426-3870. 

Trade fairs which should be of interest to U.S. firms include: "Caribbean 
Export ' 88 , " which was last held April 14-25, 1988 in Trinidad. The person to 
contact for additional information on this show is Mr. Oscar Alonzo, Chief 
Executive Officer, Trinidad & Tobago Export Development Corporation, 17 
Richmond Street, Port of Spain, Trinidad? telephone: (809) 623-6022. 

Another is the Organization of Eastern Carribbean States Trade & Investment 
Exposition, scheduled for June-July 1988 in Antigua. The person to contact 
for additional information is Jenni Killiam, Council of Eastern Caribbean 
Manufacturers, Box 1158, St. John's, Antigua. The telephone number is (809) 
461-3568. 
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The following is a listing of the tariff rates 
products: 


on various builders' hardware 


Iron and steel brackets; doorbolts 
and checks; hinges of all types; 
door controls, closers and 
checking devices ; hangers; tracks 
and related items; door holders 
and stops 


Tariff No. 


83.02 


Charges 


20 per cent c.d. 
15 per cent s.d. 
6 per cent c.t. 


Locks and lock sets; 
blanks; padlocks 

keys and key 

83.01 

Miscellaneous closet hardware, 
including shelving other than 
decorative shelving 

94.03 

Electronic access control 
security devices 

85.22 

c.d. - customs duty 
s.d. - stamp duty 
c.t. - consumption tax 



Total imports of these groups in 1986 

were as follows: 

Tariff No. 

Total Imports 

83.01 

83.02 

85.22 

94.03 

- Metal 

- Wood 

- Other 

Quantity 

(Kgs) 

65,400 

133,759 

22,524 

101,242 

29,095 

138,626 

Value 
(US $) 

$523,848 

894,092 

309,859 

485,154 

89,818 

570,469 


20 per cent c.d. 
15 per cent s.d. 
6 per cent c.t. 

60 per cent c.d. 
15 per cent s.d. 
6 per cent c.t. 

25 per cent c.d. 
15 per cent c.t. 
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Leading Exporting 
Country 


Second Exporting 
Country 


Qty (kgs) 

Value 


Qty (kgs) 

Value 

Tariff No. 





83.01 

U.S. 


U.K. 



34,932 

$271,144 

13,181 

$147,910 

83.02 

U.K. 


U.S. 



43,636 

304,535 

48,317 

389,655 

85.22 

U.K. 


U.S. 



12,681 

45,672 

10,544 

235,123 

94.03 





-Metal 

U.S. 


U.K. 



63,311 

202,218 

N.A. 

N.A. 

-Wood 

Guyana 


U.S. 



7,810 

26,650 

4,492 

23,137 

-Other 

U.S. 


Jamaica 



51,607 

380,802 

N.A. 

N » A » 

N.A.=Not available 








U.S. Exports of Builders' Hardware 




to Barbados, 

1982-87 





(thousands of dollars) 



Schedule B 

1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

$ 39 

$ 19 

$ 37 

$ 34 

$ 21 

$ 31 

646.9140 

43 

88 

82 

19 

48 

45 

646.9180 

23 

18 

4 

16 

2 

26 

647.0820 

6 

0 

5 

35 

54 

24 

647.0830 

9 

6 

7 

19 

47 

36 

647.0840 

59 

55 

115 

522 

20 

26 

647.0860 

30 

90 

77 

293 

1,174 

1,695 

Total 

$209 

$ 277 

$327 

$938 

$1,367 

$1,883 


ITA Desk Officer: Robert Damitzer, (202) 377-2527, Room H-3314 
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Cameroon 


According to a U.S. Foreign Service report in September 1985, the overall 
construction situation was as follows: "Reflecting the large amounts of 
investment new being dedicated to the revitalization of Cameroon's 
long-neglected infrastructure as well as a certain amount of real estate 
speculation, construction and public works activities are currently 
flourishing. Major projects are underway to upgrade several important 
sections of the national highway network and the railroad, and to expand and 
modernize the Douala port. Other areas of activity include work on airports, 
dams, schools, hospitals, and the telecommunications network. Construction 
cranes dot the horizons of Yaounde, Douala, and other cities as office 
buildings, apartment blocks, and housing developments spring up. 

Infrastructure development, long neglected, is directly or indirectly leading 
much of the 'on-shore' Cameroon's growth." [ Foreign Economic Trends report] 

Since that report construction activity has declined considerably in 
Cameroon. The short-term outlook is for slow growth, although building 
activities in Cameroon still offer an attractive market. 

Because there are no manufacturers of builders' hardware in Cameroon, all of 
these products must be imported. The only import statistics available are for 
locks and accessories from all countries. All other types of builders' 
hardware products are included in a "basket" category labeled "miscellaneous 
metal manufactures." According to the Cameroonian Customs, the country 
imported locks and accessories valued at US$8,865,000 in the 1985/86 period; 
in the 1986/87 period, it is estimated that US$13,260,000 of these products 
will be imported. The major suppliers in 1985/86 were France (65 percent) , 
the Republic of South Korea (10 percent) , Taiwan (10 percent) , Italy 
(5 percent) , Japan (5 percent) , and the United Kingdom (5 percent) . 

Since at least 75 percent of the construction performed in Cameroon is done by 
French and French-affiliated companies, it is only natural that France 
dominates the market for builders' hardware. The French manufacturer, Vachet, 
is by far the largest supplier. Unfortunately, Cameroon Customs is unable to 
provide any breakdown of the imports, but it is safe to assume that import 
figures include: locks and lock sets used on both doors and cabinets; dead 
bolts and checks? keys and key blanks; padlocks, lock trim? and push-pull bars. 

Since the market is dominated by French companies, U.S. companies which have 
French affiliates, agents or distributors may be in a good position to enter 
the Cameroon market. 

There are few architect-designed buildings in the country. Industry sources 
report that most often the architect is the specifier when an architect ur al 
firm designs a building, but the distributor very frequently will dictate the 
builders' hardware to be used simply by what is in stock or on hand. 

There are no product standards on builders' hardware in Cameroon. 
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Ideally, American firms should arrange for seme of their personnel to visit 
witii distritutors and potential agents, then follow up with 
regular telephone/Telex contacts. 

There is virtually no potential for the sale of access control units in 

a ^ J J K)St ever Y building has guards on a 24-hour basis. With 

levels a 5 2 f“ 30 Percent, hiring guards is far less expensive than 
purchasing access control systems. 

The current prospects for U.S. sales of builders' hardware in Cameroon are 
s l<*dcwn ^ construction activity, the domination of the 

f 1 *" 3 ', *** historic *** ««t of American-made 
builders hardware, and the simple lack of contact with U.S. suppliers are all 
factors viudi contrltute to this "fair" outlook, Amarican s^ars^T 

dmSc^^teTthere* Wlth distr:11:utors 804 country's few architects to 


U.S. Exports Of Builders' Hardware 
to Cameroon, 1982-87 
(thousands of dollars) 


Schedule B 


1982 1983 1984 1985 


1986 


646.9120 

646.9140 

646.9180 

647.0820 

647.0830 

647.0840 

647.0860 



0 

0 

0 

0 

0 

0 

14 


Total 

ITA Desk Officer: 


0 


o $2 $37 


$14 


Ian Davis, (202) 


377-0357, Room H-3033 


1987 

0 

0 

0 

0 

0 

0 

0 

0 
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CANADA 


The foiiwing is taken from an August 1986 "Industry Sector Analysis" report 
onth e Canadian market for building materials prepared by the Department of 


looking to 1988 and beyond, growth in both residential and 
nan-residential contract construction output is expected to slow. In the 
absence of increased spending for municipal infrastructure, industry 
output during 1988-1990 may rise only one or two percentage points. 


^7 1988, total Canadian construction activity is expected to weaken as 
investment expenditures begin to diminish and pent-up demand is 

a result ' Cabman building materials requirements are 
projected to increase at an annual average real rate of 3.8 percent 
through 1989, a _ figure significantly lower than that recorded in 1985. 
Total Canadian imports of building materials were valued at US$1,270 

J’oof' ^ 1985 / and a projected US$1,266 

million in 1986. Total Candian imports of building materials are 
expected to rise at an average annual rate of 3.6 percent during the 
1987-89 forecast period. . . 


Over 21,000 professionals are involved in the selection and purchase of 
building materials in Canada. Canadian architects and architectural 
firx^ are responsibie for numerous projects and in control of product 
specification, reccmmendation and approval... 

Engineers are frequently called on for total building design and 

fUnCtl TL? n ° 8 generally thought to be performed only by 
"S** 1 ”* *“9*' ^dian consulting engineers £re 
aed8laM ^ erS to 13001 areas 


P^sonal selling in Canada requires heavy investments in time and 

? fforts 31:6 important, however, as Canadian 
SJiSty^duS??^ increaSed aaeviM levels ' Particularly for new 

f° r *** ^^3 materials fall under the 

B 5 P 18 Canati |- an Standards Association. . .178 Rexdale 
Boulevard, Rexdale, Ontario, M9W 1R3. 

Sliro the Governnent of Canada does not collect statistics on the production 

llardware 03 a ^parate item from the consumer hardware catectorv 
°f, <*ere are » official data on the site of the marSf^tS^^ 


10 



About 90 percent of builders' hardware iirparted into Canada ccmss fran the 
United States. Most are shipments of unfinished and finished hardware fran 
the American parent plants to provide either castings and forgings to their 
subsidiaries or to provide finished products to rourd out the subsidiaries' 
product lines. Canadian producers supply about 45 percent of the Canadian 
market, with over 60 percent of this production caning fran subsidiaries of 
American-owned multinationals such as Weiser, Ingersol 1-Rand, Door Hardware, 
International Hardware (Corbin) , Amerock, and Stanley Hardware. 

Separate data (as in the case of all builders' hardware) on electraragnetic 
locks and electronic access-control security devices are not maintained by the 
Government. There are no Canadian manufacturers of electromagnetic locks and 
there is only one Canadian-owned manufacturer of the card-actuated systems. 

The key players in specifying builders' hardware for building projects are the 
Canadian architects. 

Product standards are available from the Builders' Hardware Manufacturers 
Association of Canada, 1 Yonge Street, Toronto, Ontario. 

A sales agent is advisable for contractors and wholesale distribution, less so 
at retail, where builders' hardware generally is distributed to the consumer 
through hardware dealers, with a few major chains controlling the market. 

The major trade show for this industry is the one sponsored by the Can adi an 
chapter of the Door Institute of Canada. 

The largest important trade event for U.S. exporters of builders' material to 
Canada is the Canadian Construction Show, which is held in Toronto. 

Information about the shew is available from Mr. Jim Mahon, show Manager, 
Industrial Trade Shows of Canada, 20 Butterick Road, Toronto, Ontario, M8W 3218 . 

Industrial Trade Shows of Canada also organizes the Canadian Hare Improvement 
Show in Mississauga, Ontario. U.S. manufacturers interested in participating 
should direct their inquiries to Ms. Dawn Morris, Show Manager, Industrial 
Trade Shows of Canada at the above address. 

The prospects for increased American sales of builders' hardware products in 
Canada currently are only fair since little real growth in the overall market 
is expected. Some possibilities for licensing arrangements exist; however, as 
noted above, many Canadian manufacturers are U.S. subsidiaries with ready 
access to parent firms' technology. Therefore, licensing arrangements would 
face a high degree of carpetitive risk. 
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U.S. Exports of Builders' Hardware 
to Canada, 1982-87 
(thousands of dollars) 


Schedule B 


646.9120 

646.9140 

646.9180 

647.0820 

647.0830 

647.0840 

647.0860 

Total 


1982 

1983 

1984 

$ 3,440 

$ 3,771 

$ 3,406 

5,897 

7,285 

13,037 

9,075 

10,919 

10,647 

5,661 

5,312 

6,477 

2,171 

2,473 

2,253 

2,198 

3,362 

2,241 

13,897 

19,240 

16,809 

$42,338 

$52,361 

$54,897 


1985 

1986 

1987 

$ 3,478 

$ 2,886 

$ 3,365 

11,434 

11,751 

19,089 

9,038 

10,265 

14,344 

6,547 

7,974 

8,745 

2,333 

2,148 

2,527 

1,809 

1,210 

2,153 

18,681 

15,554 

25,910 

$53,321 

$51,788 

$76,133 


ITA Desk Officers: William Cavitt, (202) 377-3101, Kenneth Fernandez, 
377-3643, Stephen Jacobs (202) 377-3810, Room H-3033 


( 202 ) 
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PEOPLES REPUBLIC OF CHINA 


We have included the Peeples Republic of China as a possible good foreign 
market for U.S. builders' hardware although no survey form was sent to the 
American Embassy there. We are basing this decision on various communications 
from the U.S. foreign service personnel and a Ccmtrterce-sponsored market report 
concerning the probability of substantial markets for American building 
materials in China. The following paragraphs were either quoted directly from 
or paraphrased from these communications. 

This vast country currently may offer a substantial market for certain 
American building products. The size of the market in the future may be much 
larger. 

According to a market report issued by the Department of Commerce in . January 
1986, the market for building materials in China is expected to continue to 
increase for the next 5 years in an attempt to satisfy and resolve the chronic 
and acute housing shortage caused by the emphasis on industrial buildings at 
the expense of housing before 1979. For the next 5 years, 650 million cubic 
meters of r es identi al space will be built at the municipal and county level, 
while 3 billion cubic meters will be built in the rural areas. 

In addition to resolving the housing shortage, other factors will create a 
demand for building products. The Government will encourage growth of 
small -to medium-sized cities and will renovate existing old buildings to meet 
new, improved standards, and design. Secondly, the Government aims to 
encourage individual purchases of homes to resolve the housing shortage and 
gradually to ease the Government's burden to invest in housing. 

Imports are being used to meet shortfalls in production of basic building 
materials. They also provide a variety of products that are produced neither 
in quality nor quantity by China's manufacturing industries. 

The American Embassy in Beijing, in its Foreign Economic Trends and Their_ 
Implications for the United States report, published in October 1986, states 
"Best U.S. opportunities are in [among others] building materials." 

A most promising market is the continuing boom in modern hotel construction in 
China for the flourishing tourist trade. A number of these hotels have been 
built and many more are planned. Foreign designers have drawn up 
specifications requiring importation of products ranging from structural steel 
to bathtubs and wallpaper. Some hotels have been constructed with almost all 
imported products. . . " 

Construction of these hotels is taking place along all stop-over points and. 
major tourist routes, with most construction being centered largely in Beijing 
and the three major coastal cities of Tianjin, Shanghai, and Guangzhou. 

Large numbers of modem structures in the so-called "development zones and 
technology centers" (areas for foreign trade and industry to be attached to 
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major municipalities all 15) and down the coast) will involve new communities 
composed of industrial buildings, foreign housing and recreational facilities 
ard supporting ccrrmercial structures, including trade centers. These modem 
buildings may be good markets for electronically-controlled access lock 
systems. 


In those situations in which finished goods may not be exportable to China for 
any number of reasons, the possibilities for technology kncw-how transfer are 
excellent. Chinese trading companies and manufacturers have expressed strong 
interest in purchasing the technology and equipment for the manufacture of 
U.S. building products. Their officials have visited the United States and 
developed a hi#i regard for the technical superiority of American products. 

Responsibility for the imports of metal-based building products is assigned to 
Minmetals, one of the original state trading agencies. The China National 
Biilding Materials and Equipment import and Export Corporation (CEMIE) and the 
^ina National New Building Materials Import and Export Corporation (OEM) 
ve jurisdiction over the remaining building products imports. However the 

three agencies is Indistinct and thalist of products 
traded by each shows areas of overlap. 

title refers to its assignment to arrange for the transfer 

^ 016 ^rtation of ^n-traditi^nroduStTSiiS^i?f 

&SS ^ S i ?T?? i0n , an3 . 1:uUdijl S 

as a cxamlssta agantfor SSlgn'^ieS “ 30:mt ventures and acts 

MsrMSi: stress » 

Xijlao; the tala^S is J‘ °‘ «- Migcu, 

22241 MMET CX. are 890281 and 890931, and the Telex nuatoer is 

obtain leads and get a . is a good way to 

business is conducted. f ° r 016 its needs, and how 

££T tion of ^^tives of U.S. 
to explore business opportunities esneciaiiv 18 through March 30, 1988, 

J^trade mission was one of a serS^f ai ? d .^ oint ventures, 

the United States and China which were 1111531003 between 

Executives from six companies pStSSaS S £ r S 7 a 198i ? a ^eement. 
visits, technical seminars, banquets with w X? t ° Ur ' ^ch included plant 
J^etings. Most of the exe^S ° fficials ' and business 

X^T 68 ’ although doln3 
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U.S. Exports of Builders' Hardware to 
the Peoples Republic of China, 1982-87 
(thousands of dollars) 


Schedule B 

1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

0 

0 

$ 84 

0 

0 

$ 26 

646.9140 

$ 88 

$460 

75 

$298 

$ 26 

63 

646.9180 

1 

2 

35 

56 

21 

13 

647.0820 

1 

2 

3 

0 

0 

0 

647.0830 

0 

0 

0 

0 

0 

31 

647.0840 

0 

2 

0 

0 

7 

3 

647.0860 

5 

31 

45 

80 

0 

0 

Total 

$ 94 

$498 

$243 

$434 

$54 

$136 


Desk Officers Jeffrey lee, (202) 377-3583, Room H-2317 
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HONDURAS 


The size of the Honduran market for locks, padlocks, etc. of iron or steel in 
1984 was US$2.53 million; in 1985, it dropped to US$1.62 million, and in 1986, 
to US$1.43 million. The market for locks, padlocks, etc. of bronze was 
us$ .41 million in 1984, in 1985, US$ .30 million, and in 1986, US$ .50 
million. No changes are expected in the near term; small changes are expected 
in the long term. 

There is no domestic builders' hardware manufacturing industry, and all of 
these goods are imported. Carpeting with American firms for this market are 
companies from Taiwan and the Republic of South Korea. 

Building owners specify the builders' hardware, together with the architect. 
The owner, though, has the primary influence. 

Information on product standards is available from the College of Civil 
Engineers of Honduras (Colegio de Ingenieros Civiles de Honduras, or CICH) 
Coloma Florencia, Norte Prinera Entada, Tegucigalpa, DC, Honduras. 

^IfonLras*' ° n 9 ccramission basis ' 13 Usable for American firms selling 


There is a small market for access control units 
Tegucigalpa. 


in San Pedro Sula and 


Prospects for American sales of builders' hardware 
senior commercial officer in Tegucigalpa. 


are fair, according to the 


U.S. Exports of Builders' Hardware to 
Honduras, 1982-1987 
(thousands of dollars) 


Schedule B 

646.9120 

646.9140 

646.9180 

647.0820 

647.0830 

647.0840 

647.0860 

Total 


Desk Officer; 


1982 

.1983 

1984 

1985 

1986 

1987 

$ 17 

91 

87 

11 

48 

61 

53 

$ 3 
103 
17 
11 
10 
136 
55 

$ 8 
121 
46 
60 
45 
88 
27 

$ 3 

96 

24 

66 

28 

71 

104 

$ 7 

234 

53 

63 

10 

179 

38 

$ 4 
98 
2 
50 
26 
60 
46 

$368 

$335 

$394 

$391 

$584 

$286 

Brigit Helms, 

(202) 

377-2527, 

Room H-3314 
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MALAYSIA 


According to recently released external trade statistics for 1986, Malaysia’s 
imports of builders’ hardware totaled $6.54 million, compared with $7.74 
million in 1985, a decrease of 16 percent. The reduced imports were due 
primarily to sluggish construction activity and high inventories of 
construction-related materials. According to industry sources in Malaysia, 
construction starts in 1987 are expected to remain sluggish because of the 
prevailing glut of office space and weakness of prospective domestic demand 
for residential structures. Therefore, imports of builders' hardware are 
expected to decrease further, or at best, remain at the current level. 

Listed below is a breakdown of specific builders' hardware products imported 
in 1985 and 1986 with information on the volume supplied by the major 
supplying countries, which include the United States. All volume data are in 
American dollars. 


Product 

1985 

1986 

Padlocks of base metal, key operated 

China 

$365,221 

$328,623 

West Germany 

14,218 

12,723 

Hong Kong 

25,740 

19,680 

Italy 

92,872 

106,784 

Japan 

92,644 

44,261 

Taiwan 

58,897 

125,626 

United Kingdom 

13 , 616 

48,990 

United States 

16,299 

11,517 

Other countries 

287,460 

119,388 

Total 

$966,967 

$817,592 

Cylindrical door locks of base metal, 
key operated 

China 

$ 1,229 

$ 4,906 

West Germany 

34,835 

6,523 

Hong Kong 

926 

106 

Italy 

7,102 

33,533 

Japan 

513,149 

383,065 

Taiwan 

206,920 

74,609 

United Kingdom 

64,148 

50,974 

United States 

559,234 

36,317 

Other countries 

159,013 

49,006 

Total 

$1,546,556 

$639,039 
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Product 


Mortise door locks 
China 

West Germany 
Hong Kong 
Italy 
Japan 
Taiwan 

United Kingdom 
United States 
Other countries 

Total 


1985 1986 


$ 14,223 

28,972 

4,377 

90 

28,656 

242 

11,554 

$ 88,114 


$ 353 

5,334 
3,927 
44,754 
2,667 
49,005 
53,325 
136,782 
65,656 

$ 230,582 


Other door locks of base metal 
key operated 

China 

West Germany 
Hong Kong 
Italy 
Japan 
Taiwan 

United Kingdom 
United States 
Other countries 

Total 


$ 60,314 

$ 3,817 

37,463 

22,985 

19,768 

14,162 

67,881 

41,650 

382,273 

241,626 

134,597 

39,314 

176,797 

185,797 

89,473 

44,670 

125,100 

91,743 

$ 1 , 093,666 

$ 685,764 


Locks, other than padlocks and 
door locks, of base metal, key 
operated 

China 

West Germany 
Hong Kong 
Italy 
Japan 
Taiwan 

United Kingdom 
United States 
Other countries 

Total 


$ 100,682 

$ 176,138 

35,231 

18,301 

19,505 

13,336 

29,818 

9,995 

109,100 

210,521 

64,570 

111,800 

25,468 

35,779 

10,130 

38,196 

102,132 

89,612 

$ 496,636 

$ 703,678 
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Product 


1985 


1986 


Locks, other than key operated, 
of base metcil 


China 

$ 14,019 

$ 2,573 

West Germany 

30,777 

106,463 

Hong Kong 

9,005 

17,740 

Italy 

12,241 

7,459 

Japan 

191,858 

34,202 

Taiwan 

72,741 

45,266 

United Kingdom 

182,340 

48,636 

United States 

211,975 

65,032 

Other countries 

52,704 

129,701 

Total 

$777,660 

$457,074 


Parts for cylindrical door locks, 
of base metal, key operated: out- 
side wearing knob with or without 
spindle 


China 


West Germany 

$ 2,077 

$ 161 

Hong Kong 

15 


Italy 

20 

324 

Japan 

1,258 

1,038 

Taiwan 

365 

11 

United Kingdom 

674 

5,866 

United States 

12,747 

11,494 

Other countries 

2,313 

7,094 

Total 

$19,469 

$25,988 


Parts, not elsewhere specified, for locks 
and padlocks, of base metal, key 
operated 


China 

— 


West Germany 

$ 10,319 

$ 15,620 

Hong Kong 

61,437 

17,970 

Italy 

11,052 

17,279 

Japan 

9,851 

15,196 

Taiwan 

182,657 

243,394 

United Kingdom 

86,537 

54,762 

United States 

82,481 

73,910 

Other countries 

106,606 

67,886 

Total 

$550,940 

$506,017 
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Product 


1985 


1986 


Parts for locks, of base metal, 
other than key operated 

China 

West Germany 
Hong Kong 
Italy 
Japan 
Taiwan 

United Kingdom 
United States 
Other countries 

Total 

Bolts, hasps and hinges for 
furniture, doors, staircases, 
etc, of base metal 

China 

West Germany 
Hong Kong 
Italy 
Japan 
Taiwan 

United Kingdom 
United States 
Other countries 

Total 


$ 9,793 
9,051 
51,300 
15,391 
188,230 
137,752 
18,595 
37,618 
63,293 

$ 531,023 


$ 120,544 
237,264 
143,674 
566,486 
818,467 
217,080 
102,700 
129,792 
297,624 

$ 2 , 633,631 


$ 8,880 
108,179 
5,590 
47,141 
25,222 
36,608 
26,030 
48,921 

$ 306,571 


$ 172,618 
176,384 
126,122 
540,666 
431,940 
273,424 
47,477 
90,290 
306,173 

$ 2 , 633,631 
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Currently, mortice and cylindrical locks, padlocks, hinges, door closers, and 
other door hardware are made in Malaysia by several "backyard" operators. Of 
these, Syarikat Metal Industries of Malaysia Sd. Bhd. , and Chan Hin Industries 
Sdn. Bhd. are medium in size and better known in the market. According to 
these two firms, domestic production of all types of locks and door hardware 
is estimated at $2 million to $3 million yearly, of which about 15 percent is 
exported. In 1986, Malaysia's exports and re-exports of builders' hardware 
totaled $512,010 (in 1985, $708,279). All imported builders' hardware is 
subject to a 40 percent import duty and a 10 percent sales tax. 

The architect for a building project specifies the builders' hardware. Seldom 
does the owner of the building interfere with the architect's decision. 

Builders' hardware product standards may be obtained from the Standards and 
Industrial Research Institute of Malaysia (SIRIM) , a statutory body located at 
Lot 10810, Phase III, Federal Highway, P.0. Box 35, 40600 Sha Alam, Selangor. 

With the exception of the output of domestic manufacturers, all imported 
builders' hardware is usually marketed through an import agent who sells 
directly to the end-users and wholesalers/retailers. 

Upcoming trade fairs that would be appropriate for U.S. firms to attend or 
participate in include an annual Safety, Security and Fire Equipment 
Exhibition held in the first quarter of the year; BUIIDTEX, held also in the 
first quarter of the year; MAIBEX, held in July; and MACHMEX, also held in the 
first quarter of the year. The dates of these fairs are subject to change. 

The market for access control units is limited because of the price factor. 

As regards electromagnetic locks, none has been sold in the Malaysian market 
to date. 

American-made builders' hardware products enjoy excellent reputations in the 
Malaysian market, and those that can compete on a price basis are widely 
accepted. 

The Malaysian Government welcomes foreign investments into the manufacturing 
sector. It encourages joint ventures between foreign investors and Malaysians 
for the establishment of mutually beneficial, long-term projects. 

Possibilities exist for licensing arrangments for U.S. builders' hardware 
manufacturing technology. The Malaysian Industrial Development Authority, 
which is responsible for industrial development in the country, would be 
pleased to assist American companies wishing to establish offshore operations 
in Malaysia. 
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U.S. Exports of Builders' Hardware 
to Malaysia, 1982-87 
(thousands of dollars) 


Schedule B 

1982 

1983 

646.9120 

0 

$ 8 

646.9140 

$ 73 

60 

646.9180 

332 

169 

647.0820 

2 

9 

647.0830 

23 

3 

647.0840 

1 

35 

647.0860 

116 

67 

Total 

$547 

$351 


1984 

1985 

1986 

1987 

$ 13 

0 

$ 1 

0 

260 

$ 352 

63 

$ 8 

393 

190 

51 

85 

66 

102 

87 

53 

5 

3 

5 

0 

93 

9 

50 

35 

346 

439 

200 

841 

$1,176 

$1,094 

$458 

$1,022 


ITA Desk Officer: Gary Bouck, (202) 377-3875, Rocan H-2308 
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MEXICO 


Hie Mexican market for builders' hardware is approximately $530 million, 
divided as follows: 


Iron and steel brackets 

Padlocks 

Door bolts 

Keys 

Parts for locks 
Door locks 
Other locks 
Hinges 

Shelving, hangers, tracks, etc. 
Door locks without key 


$ 18 million 
4 million 
62 million 
6 million 
98 million 
208 million 
18 million 
60 million 
6 million 
50 million 


This market is expected to grow at an annual rate of 20 percent during the 
next three years. 


Mexican hardware manufacturers produce about 96 percent of total market 
demand. In 1985, Mexican imports of builders' hardware were valued at $42.5 
million and in 1986, $54.9 million. U.S. suppliers gained 81 percent of the 
import market, compared with 4 percent from Japan, 3 percent from West 
Germany, 2 percent from Italy, and 10 percent from other countries. 


Architects and engineers are the specifiers of builders' hardware for a 
building, unless the end user specifically requests a product. Additionally, 
Mexican Government housing agencies have technical offices, which specify the 
type of building materials and hardware to be used for certain housing 
constructed for Government employees and some types of private construction. 


The Mexican Secretariat of Commerce and Industrial Development issues product 
standards regulations, publishing them in the Official Gazette . Any inquiry 
should be presented to this agency; the address is Alfonso Reyes No. 30-10o 
Piso, 06179 Mexico, D.F. 

There is a potential market for access control units in hotels. Hie total 
market for all hotel and restaurant equipment was $123.6 million in 1984, 
$127.5 million in 1985, $154.1 million in 1986, and is estimated at $173.6 
million in 1987. The expected real growth rate in total demand over the next 
3 years is 12.7 percent per annum. 

There are 6,761 hotels and motels in Mexico, and this industry is expected to 
grow by 40 percent over the next 3 years (1988-1990) . This offers a very 
large potential market for access control units. 

During 1986 Mexico received 4.7 million foreign tourists. Preliminary data 
for 1987 indicates an increase of 22 percent compared with 1986 figures. 
Mexican internal tourism increased from 9 million tourists in 1970 to 22 
million in 1986. 
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^J?^dJ 1J uP lllzed its dn P° rt regulations in July 1985, and only 476 items out 
it ?? £ ? °? the Mexican tariff schedule are new subject to prior import 
were the ad valorem duties charged on inports 

ftl Jr e sam *:.‘^ me ' .and irany duties were increased. During 1986 and 1987, 
further modifications of the tariff schedule were published. The maximum duty 

S 1 ^i^o C ^f r ^£ L Li S 40 ' percent - By the end of 1988 the maximum duty 
5SS? J? n ^. r !? UCe ? to 30 ^ ercent r a nd official prices in U.S. dollars per 
^ Lll , be <wt. Virtually no builders' hardware item now ^ 

bu?irfSi a yi P 2if r inport pe ™ it * Duties on a representative sample of 
Guilders hardware are as follows: 


Ad Valorem 

_ , __ Duties 

tariff Number Product (percent) 


73. 21. A. 002 

Iron and steel brackets 

33 

76. 08 .A. 999 

Aluminum trims 

33 

83. 01. A. 001 

Door locks 

40 

83.01.A.002 

Padlocks 

40 

83. 01. A. 003 

Keys, unfinished 

33 

83. 01. A. 004 

Frames of alloyed 
magnesium incorporating 
locks 

83. 01. A. 009 

Parts for the fabrication 


83. 01. A. 999 

of locks (l) 

10 

Others 

40 

83. 02. A. 001 

Mountings for blinds 

40 

83. 02 .A. 002 

Mountings and fittings 

93. 02. A. 003 

for blinds 

40 

Espagnolettes and the 


like 

40 

83. 02. A. 004 

Hinges 

40 

83. 02 .A. 005 

Hinges, except 004 and 

83. 02. A. 006 

009 

40 

Locks without keys, 
latches and sach-bolts. 

83. 02 .A. 999 

including plates thereof 

40 

Other 

40 

90. 28. B. 059 

rhotoelectronic door 


controls 

22. 


Official Price 
in U.S. 
Dollar/Ry. 


$21.17 

16.80 


20.68 

10.68 

21.31 


(1) requires prior inport permit fran the 
Commerce and Industrial Development. 


Mexican Secretariat of 
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In addition to ad valorem duties, importers must pay a 5 percent export 
development tax and a 0.6 percent customs service fee based on the invoice 
value. A 15 percent value added tax is then applied to the total of the 
foregoing. 

Foreign suppliers for Mexican Government agencies should be registered with 
the Mexican Secretariat of Programming and Budget (Federal Government 
Suppliers Roll) and with the Department of Paras tatal Company for which it is 
a supplier. U.S. firms may register directly or through their local 
representatives. Most of the products bought by government agencies are 
subject to national or international bids. Sales of builders' hardware are 
made through local agents and distributors, normally operating on a commission 
basis. After-sales service, fast delivery times, geographical proximity, and 
credit terms are extremely important. Accordingly, local agents and 
distributors are important factors in getting into and operating in the 
Mexican market, Usual credit terms are 30 days (considered as cash by private 
firms) and 60-90 days (considered as cash by government agencies) . 

Joint ventures and/or licensing agreements involving U.S. and other foreign 
firms are common in Mexico. There are also possibilities for in-bond 
("maquiladora") production. On a case-by-case basis, a portion of the 
production of in-bond plants can be sold in the Mexican market. 

The prospects for American sales of builders' hardware in Mexico are rated 
"fair." There are many local manufacturers of these products, including such 
firms as Yale lock, Tover, Papaiz, Cemex, Phillips, Corbin Hardware Group, 
Emhart, Schlage, Zeiss Ikon, for door locks and keys. Electronically operated 
doors are manufactured by Aume de Mexico, S.A. de C.V. ; Overhead Door de 
Mexico, S.A. ; American Automatic Door? Safety Door, S.A. de C.V. ; Puertas 
Automatics Esme; and Seguridad y Control de Accesos, S.A. de C.V. (Valquin) . 

However, Mexican suppliers will need to improve quality control if they are to 
maintain their current 95 percent share of the builders' hardware products 
market. Mexico's adherence to GATT (General Agreement on Trade and Tariffs) 
will eventually permit greater access to the Mexican market by foreign 
suppliers. Foreign products will take an increased share of the Mexican 
market unless Mexican product quality is sharply improved. 

A trade fair in Mexico that features builders' hardware products is the 
Industrial Hardware, Electrical, Transportation and Capital Goods Exhibition, 
which was held at the Hotel de Mexico on March 14-17, 1988. The organizing 
firm is Expocentro, Luz Savinon No. 13-204, 03100 Mexico, D.F. Telephone: 

(905) 543-1808. Mr. Juan Kahan is the president. 
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u.s. Exports of Builders' Hardware 
to Mexico, 1982-87 


(thousands 


Schedule B 

1982 

1983 

646.9120 

646.9140 

646.9180 

647.0820 

647.0830 

647.0840 

647.0860 

$ 357 

4,983 
937 
1,215 
344 
1,512 
724 

$ 198 

11,689 
8,460 
1,133 

73 

805 

242 

Total 

$10,072 

$22,601 

I'tft. Desk Officers: 
Room H-3028 

Melissa Coyle, Brent 


of dollars) 


1984 

1985 

1986 

1987 

$ 249 

$ 636 

$ 254 

$ 286 

17,132 

8,449 

6,037 

9,828 

12,629 

19,047 

24,213 

37,774 

1,726 

1,665 

1,486 

1,953 

282 

338 

287 

232 

1,313 

2,643 

4,272 

4,009 

769 

854 

1,022 

941 

$34,100 

$33,631 

$37,572 

$55,023 


Fogt, Thomas Welch, (202) 377-4464, 
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NORWAY 


Since 1984 Norway has been experiencing a boom in its _ construction industry. 
Total investment in new commercial and residential buildings, including _ 
renovation, was approximately US$11 billion in 1986. The annual growth in the 
construction industry market was 15 percent from 1984 to 1986. Future 
investment will most likely continue to grew although at a more moderate rate 
due to a slight decrease in the construction of commercial buildings. 


The Norwegian market for builders' hardware (SITC 699 11 101-909 and SITC 699 
13 100-909) is estimated at US$73 million in 1986. Inports amounted to 
US$54 million, of which about 5 percent came from the United States. Over the 
1984-86 period, the annual growth in the builders' hardware market was 
20 percent. The two major Norwegian manufacturers of locks and fittings 
(Trio-Ving and Grorud A/S) maintain a strong position in this market and 
account for the bulk of exports. In addition to domestic suppliers, major 
competition comes from Scandinavian and other European manufacturers. 

Currently, there are about seven U.S. suppliers successfully operating in the 
Norwegian market through Norwegian importers and distributors. 

Product standards information is available from the Norges 
Standardiseringsforbund (NSF), Hegdehaugsveien 31, P. 0, Box 7020 HO, 0306 
Oslo 3. The NSF's telephone number is (47 2) 46 60 90; its Telex and Telefax 
numbers are 19050 nsf n and (02) 46 44 57, respectively. 

The Scandinavian Insurance Federation has established an approval body for 
locks, and testing takes place in Stockholm, Sweden. The address for 
additional information is ES A/B, 11587 Stockholm, Sweden. 

The key trade associations are; 

The Norwegian Hardware Dealers Association 

Drammensveien 30 

0255 Oslo 2, Norway 

Mr. Einar England, President 

Telephone; (47 2) 55 60 14 

The Association of Norwegian locksmiths 

Austliveien 13 

1400 Ski, Norway 

Mr. Oddvar Andresen, President 

Telephone; (47 2) 87 18 56 

The Norwegian Electronics Importers Association 
(electronically controlled locks) 

Haakon 7 gt. 2 
0161 Oslo 1, Norway 
Telephone; (47 2) 42 17 72 
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(SLST’tSfi !£d T^ iea haluae: Jemia 

last held November 3-5 1987- the^orra^* S ^ ol ^ sts f nteret / °sl° (which was 
hardware chain), Floysbonneien 4 14 ?^^,' * S J ^ nia VS (Norway's leading 

SJlTSbSwT Norwe5lan tode Falr *«“». W 0212 

personrel'if 5 a sso°iatlons, staff 
impression that the high endT ofttfSSL?5S?«2 °f ° We ? e left with 
locksets, cylinder locks) is the inost^Si 5^ locks ^ ( secwri ty , residential 
High-quality locks andlock *** for U * S ‘ fliers. 
pc«s2ilitiL towerccroestif ■ uni 5 ue stares have the best 

European firms. u.S. manufacturp^^-F 10n ^ rom Scandinavian and other 
also have a premising market in Norway. access contro1 security locks should 

importers and disteUsutoSfS builders' hSlare ? roduc ff S arya major Norwegian 
Building Materials am ConstoSion^viS^^^ • lla ? le from «“ 
Administration, Room H-4045 U S DeS^Sn?' ?^? atlonal ^e 
20230. The telephone numbed is tfSH^133 0arra ^ Washington, DC 


U.S. Exports to Norway, 1982-87 
(thousands of dollars) 


Schedule B 

646.9120 

646.9140 

646.9180 

647.0820 

647.0830 

647.0840 

647.0860 

Total 


TTA Desk Officer: 


1982 

1983 

$ 39 

$ 87 

70 

50 

222 

212 

128 

58 

0 

11 

71 

66 

206 

367 

$736 

$849 


James Devlin, (202) 


1984 

1985 

$ 75 

$114 

79 

30 

71 

123 

55 

23 

79 

72 

13 

7 

490 

553 

$862 

$922 


1986 

1987 

$ 53 

$ 62 

57 

54 

92 

238 

36 

115 

0 

7 

12 

2 

458 

440 

$707 

$918 


377-4414, Room H-3413 
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Saudi Arabia 


Saudi Arabia's inport statistics for builders' hardware are found under these 
two major product headings: 

Heading Number Description of Product 

8301 locks, padlocks (key, axribination, or 

electrically operated) , and parts thereof, of 
base metal; frames for locks, keys for any of 
the foregoing articles 

8302 Base metal fittings and rnountings for 

furniture, doors, staircases, windows 
(including automatic door closers) ; other 
fixtures such as hinges, door handles, pulls, 
steppers, etc. 

In 1986, total Saudi imports of products classified under these two 
categories, which cover over 95 percent of all the builders' hardware, were as 
follows: 

Number Description US$ million 

8301 locks, padlocks, etc. $23.5 

8302 Fittings and fixtures 30.4 

Ihe approximate size of the current Saudi import market for builders' hardware 
can be estimated at US$73 million per annum, or 0.25 (one- fourth of one 
percent) of total Saudi imports, based on the annual average of total Saudi 
imports for 1982 through 1986, given in the following table. 

Year Total imports Percentage of Builders' Hardware Imports 



us$ million 

US$ million 

Percent 

1982 

$ 37,156 

$76.9 

0.207 

1983 

36,111 

81.8 

0.227 

1984 

31,663 

85.2 

0.269 

1985 

22,817 

65.0 

0,285 

1986 

18,875 

53.9 

0.286 
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drasticSly 1 ^ports of the oil-boom years fell 
value of builders' hSd«S2 “ a decline in the 

US$54 million in (£ **" V s$77 111111100 10 1982 to 

Percentage of total Saudi imports 2s builders' hardware imports as a 

period. Although the paoe^^buildi^ 9 ^^ 7 inc f 2ased the same 
infrastructure construction pro:)ect:s “** 

increase in the share of total imnS+f S d fS >ly J* recent Y&xs, this 
builders' hardware is a recurrin« 3 S2^^iI n £ r ?^Su due to tte fact that 
replacement/renovation needs h ° th f° r new construction and 

builders' hardware shared ? Uj predlct that the 

(or about one-third of one percent) ove?th ^J^V? 111 remln at °- 3 percent 
prediction, the near-term potential of +-u^ t ^ ree years * Based on this 
Arabia is estimated at US$6?Mllfin to^sS^m? harx3ware ^ Saudl 

level of total Saudi iiroorts ^ S$70 1,1111100 Per* annum at the current 

with the gradual reco^^'th^S? 9 ^ prospects appear to be better 
builders' hardware fittinos arrf f n lon and industrial sectors; sales of 

windows, eSfS? S ^SiS?y * ^ act ^ of furniture, doors, 

generally , ^ * 

are exempt from duty. With the increasW 1 ^^ f?? end-use by manufacturers 
doors/windows, kitchen cabinet! domestic production of furniture, 

estimated to grew to US$i00^illi on t y Sso^ *** hardware ““*** ls 

2 SStf^ 9 ; hin3es ' other 3,311 

hardware in Saudi Arabia Newr+Hoi dcsm ® s tic in dustry producing builders' 
face tough competition with Italy and inrS!? 1 builde ^ s ' hardware producers 
of cheap supplies of these products from tho *>=». ^ ea f s ' mcreasing competition 
ths U*S* has stood socorvi t-r* T-Hoiir 1 Eastern countries# However 

years (the P** fivf ' 
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Builders' Hardware - Major Sources of Supply 
to Saudi Arabia, 1982 and 1986 


1982 1986 


Supplying 


Percent 


Percent 

Country 

US$ million 

of Total 

US$ million 

of Total 

Italy 

$20.6 

26.8% 

$15.2 

28.2% 

USA 

19.8 

25.7 

7.1 

13.2 

West Germany 

5.6 

7.3 

5.1 

9.5 

Japan 

4.7 

6.1 

3.0 

5.6 

Taiwan 

4.5 

5.9 

3.3 

6.1 

PRC 

2.7 

3.5 

2.8 

5.2 

Subtotal 

57.9 

75.3 

36.5 

67.8 

Others 

19.0 

24.7 

17.4 

32.3 

Total 

$76.9 


$53.9 



In 1986, England and France together supplied builders' hardware valued at 
US$7.2 mil lion (13.4 percent share) to Saudi Arabia. The prevailing higher 
ra tes of European and Japanese currencies against the Saudi riyal and the 
consistent parity of the riyal with the dollar will tend to favor imports from 
the States. American suppliers should take advantage of the current exchange 
rate to introduce new-to-market builders' hardware products in Saudi Arabia. 

There is no statutory law or requirement to specify builders' hardware 
products in building construction. However, large projects tendered by 
ARAMOO, Royal Commission for Yanfou and Jubail, and other Saudi government 
agencies often specify builders' hardware with an indication of particular 
foreign manufacturer or brand name. In most other cases, architects/engineers 
specify the builders' hardware, especially for hospital, hotel, airport, 
housing complex, university, and military projects. For private commercial 
and residential construction (particularly luxurious villas) the owners 
frequently specif/ their choice of a particular brand. 

The Saudi Arabian Standards Organization (SASO) , based in Riyadh, is 
responsible for the formulation and adoption of national standards for 
specific products. So far, none of the products under the builders' hardware 
category has been subject to SASO standards. However, in view of the 
Government's concern to control the influx of counterfeit goods, SASO may 
introduce standards for specific builders' hardware products, especially those 
for electronic and electrical builders' hardware devices. Currently, a wide 
range of electrical and electronic products must conform to SASO standards. 

Since most builders' hardware products are imported into Saudi Arabia, it is 
essential that U.S. manufacturers appoint either exclusive or regional 
(Riyadh, Jeddah, Ehahran) agents/distributors in this market. For all Saudi 
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Efforts to encourage the exports of builders' hardware of U.S. origin should 
be the first priority, according to the American Embassy in Riyadh. Staff 
personnel there have offered to prepare a list of potential Saudi importers of 
builders' hardware for U.S. companies. Those interested in receiving _ such a 
list should first contact the Building Materials and Construction Division, 
Trade Development, Roam H-4045, U.S. Department of Commerce, Washington, D.C. 
20230 (telephone: 202-377-0133) 

In the near future, prospects for manufacturing builders' hardware with U.S. 
technology appear to be dim, since almost all components will have to be 
imported. Also, the value-added factor is totally negative, and the cost of 
assembling components into finished products will be high due to expensive 
labor costs. Local assembly or manufacturing of these products is not 
feasible new in view of the relatively small domestic market and the fact that 
the wide range of imported products allows a client the choice of multiple 
selection. 


U.S. Exports of Builders' Hardware 
to Saudi Arabia, 1982-87 
(thousands of dollars) 


Schedule B 

1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

$ 281 

$ 116 

$ 224 

$ 63 

$ 27 

$ 16 

646.9140 

1,986 

2,228 

2,197 

2,132 

1,050 

718 

646.9180 

1,621 

1,439 

1,101 

748 

376 

324 

647.0820 

2,927 

1,403 

1,787 

608 

464 

799 

647.0830 

1,665 

3,985 

717 

798 

466 

267 

647.0840 

22,054 

9,115 

8,021 

3,468 

1,498 

688 

647.0860 

7,597 

8,385 

12,774 

7,472 

3,187 

1,479 

Total 

$38,138 

$26,671 

$26,821 

$15,288 

$7,070 

$4,291 


TEA Desk Officer: Cynthia Anthony, (202) 377-4652, Room H-2039 
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SOUTH KOREA 

size of the current market for builders' hardware products in South Korea 
is approximately US$30 million. The annual market growth rate is 
approximately 15 percent. 

local private industries producing builders' hardware have not been active in 
developing new styles of these products. However, they plan to increase their 
investment, using government financial support. 

Thirteen domestic carpanies manufacture builders' hardware products in South 
Korea. They are Sam Hwa Precision Company, Jae II Precision Company, Hyundai 
Precision Company and 10 other small firms. 

Countries that currently export to South Korea are Austria, Denmark, France 
Great Britain, Italy, Japan, Sweden, United States, and West Germany. 

Product standards are available by contacting (in order of priority) : owners 
architects and engineers, manufacturers, and the Industrial Advancement ' 
Administration. The latter is a government agency; its arMress is 2 
Chungang-Dong, Kwach, on Kyongtgg, Seoul. 


a s* 1 * 5 agei J t ^ sellil> ? ^ South Korea. Also, dealing 
directly with wholesalers and retailers is sometimes advisable. V 

The Korea Association of Housing Construction Business operates a standing 
exhibition for building materials, including hardware, fisSoul, to 
develop a very large space for this exhibition outside that city. Mr. Yim 

Manager of this organization, says that if U.S. firms 
■ their P roducts f they can use limited space with the approval 
of the association. The address of the association is 71-2, Non Hyun Dong 
Kang Nam Ku, Seoul, Korea. Contact: General Manager Yim, Jeung Soon, 

Business Department. Telephone: (02) 547-1835 or (02) 548-1077. 

There is a potential market for access control units in South Korea; however 
°£. a | aCk '? f n n ^ ers tanding regarding the necessity and importance of' 
n ^ lH .^^ tro iJf llts .£ or Itorean industries and organizations, demand for such 

i«^ies are not yet familiar 

aaai ** 13 domestic producer currently making these units. 

° f £ icer a £ ^ u,s * Embassy in Seoul advises that the prospects 
~ American builders' hardware products in South Korea are good 

therefore advises that American firms should try to export^?? addtfng 

SliS^rSt th ^ firms aim at thfhigh 

wiS Y adds that technology transfer through joint ventures 

with Korean manufacturers is preferred over licensing arranJLnts. 
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U.S. Exports of Builders' Hardware 
to South Korea, 1982-87 
(thousands of dollars) 


Schedule B- 1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

$ 105 

$ 174 

$ 102 

$ 198 

$ 110 

$ 172 

646.9140 

616 

711 

358 

733 

891 

1,218 

646.9180 

323 

293 

630 

449 

385 

572 

647.0820 

322 

240 

249 

855 

801 

677 

647.0830 

46 

144 

237 

63 

303 

348 

647.0840 

70 

257 

712 

989 

216 

964 

647.0860 

346 

1,493 

1,783 

2,413 

3,071 

1,763 

Total 

$1,829 

$3,311 

$4,072 

$5,699 

$5,777 

$5,714 

TEA Desk 

Officers: Karen 

Chopra, 

Scott Goddin 

r (202) 

377-4958, ROCKI H-2034 
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Sweden 


The value of construction work in Sweden in 1986 amounted to seme US$18,000 
million (based cm an exchange rate of Skr 7 to the US$) , comprising about 14 
percent of the Swedish gross national product. 

Sweden had 3.8 million housing units in 1985, of which 1.7 million were 
houses, in 1986 the yearly average rate of housing unit production was just 
under 30,000. The production rate was expected to increase to 33,000 in 1987 
and 1988. However, annual production rates in recent years are considerably 
below the record of 110,000 started in 1970. 

As regards nonresidential building construction, most of this is concentrated 
in Stockholm, the capital and largest city, and Gothenburg, the second largest 
JP® total area of premises other than dwellings in Stockholm amounts to 
23 million square meters. An increase of an additional 2 million square 
meters is planned in the next 5 years, but may have to be cut back because of 
a foreseen shortage of housing units in Stockholm. 

Nonresidential construction in Gothenburg has been growing rapidly in recent 
Year ^-J ni6 city ' s hotel capacity has increased by 50 percent in 2 years, and 
an additional 25 percent rise is planned in the near future. In addition to 
the need for new residential construction, a great need for both modernization 
construction of other types of buildings throughout the country is 

table shews the production value of construction in Sweden (in 
us§ billion) : ' 


1980 


Dwellings 2.7 

Other building 2 . 6 

Dwellings, recon- 
struction 0.7 

Repairs, 

maintenance 2.7 


1982 1984 1986 

2.3 2.3 2.2 

3.0 3.3 3.7 

1.1 1.6 3.0 

3.6 4.5 5.4 


Source: "Swedish Construction Activities — at Home and Abroad,” 

Swedish Engi n eering (The Swedish Society of Civil Engineers 
SVR, Stockholm), 1987, pp. 8-9. 


available statistics on the size of the builders' hardware market 

H 1 but °y? r ? ie .P ast 7 this market has averaged a little over 

?1 million annually in imports of these products from the United States. 

The U S. Commercial Service staff in Stockholm reports that the architect for 
a building specifies the hardware and is the primary buying influence. 
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Product standards can be obtained from Standardiseringskamrdssionen I Sverige 
(the Swedish Standards Institute) , Box 3295, S-103 66 Stockholm. 

In selling in Sweden, it is advisable to use a wholesale supply dealer. 

The major building/construction trade fair is Nordbygg (Nordic Building Fair ) , 
which is held every second year. The last exhibition was held January 19-24, 
1988 in Stockholm. For additional information, contact Stockholm 
International Fairs, Massvagen #1, S-12580, Stockholm, Sweden. 

The market for the newer types of security systems seems limited, and since 
the technology is new to Sweden, it is difficult to make accurate 
predictions, according to U.S. Embassy personnel there. 


U.S. Exports of Builders' Hardware 
to Sweden, 1982-87 
(thousands of dollars) 


Schedule B 

1982 

1983 


1984 

1985 

1986 

1987 

646.9120 

$ 82 

$ 42 

$ 

16 

$ 27 

$ 12 

$ 18 

646.9140 

52 

24 


92 

11 

44 

15 

646.9180 

445 

323 


175 

163 

128 

237 

647.0820 

833 

682 


389 

568 

412 

430 

647.0830 

3 

40 


16 

44 

70 

30 

647.0840 

46 

25 


84 

244 

25 

11 

647.0860 

27 

30 


58 

79 

120 

253 

Total 

$1,488 

$1,167 

$ 

830 

$1,136 

$810 

$994 


Desk Officer: James Devlin, (202) 377-4414, Poem H-3413 
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TAIWAN 


According to a market report prepared for the U.S. Department of Commerce, 
Taiwan's inport market for builders' hardware is expected to grow 44 percent 
from 1984 to 1989. This increase is based on a growing domestic market for 
high-quality, foreign-made door and window hardware, hinges and cabinet 
hardware, the bulk of which is used in the construction of luxury high-rise 
buildings. In 1985, American manufacturers had nearly 20 percent of Taiwan's 
import market for builders' hardware? however, the U.S. share of the market 
was expected to slowly decline because of competition from the Japanese, whose 
builders' hardware products are considered very price competitive with U.S. 
brands and of equal or superior quality. Any price "edge" that American firms 
can get by means of lower import duties likely will enable them to keep their 
share of Taiwan's market, and perhaps even increase it slightly. 


U.S. Exports of Builders' Hardware 
to Taiwan, 1982-87 


Schedule B 

1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

$ 24 

$ 7 

$ 1 

$ $13 

$ 25 

$ 10 

646.9140 

235 

239 

188 

233 

364 

274 

646.9180 

146 

790 

175 

143 

375 

325 

647.0820 

24 

108 

93 

220 

26 

154 

647.0830 

8 

7 

80 

127 

623 

388 

647.0840 

64 

20 

291 

210 

117 

133 

647.0860 

180 

178 

272 

119 

172 

181 

Total 

$682 

$1,348 

$1,099 

$1,065 

$1,702 

$1,465 


ITA Desk Officers: Daniel Euvall/Jeff Hardee, (202) 377-4957, Room H-7034 
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THAILAND 


According to industry sources contacted by personnel at the U.S. Embassy in 
Bangkok, the Thai market for builders' hardware is estimated at about 400 
million Baht (approximately US$16 million) . The market for padlocks and 
residential locksets accounts for 60 to 65 percent of the total market, while 
the rest is shared by other hardware items. The annual growth rate for this 
industry is estimated at about 5 to 6 percent. 

There are three major local manufacturers new producing padlocks, residential 
locksets, and other builders' hardware items. These three factories currently 
supply about 75 to 80 percent of total domestic demand. 

There are two market levels for builders' hardware in Thailand, one for 
imported premium grade (brand loyalty) such as "Yale" and "Schlage" and 
another for lew quality and/or locally made products. The specifications for 
premium products are normally made by architects, while the lew quality 
products are usually selected by end users. 

Access control units, in terms of value, account for 5 to 10 percent of the 
total market. Although the size of the market is small, future prospects are 
promising. 

In order to main tain market share of U.S. builders' hardware products in 
Thailand, an active sales agent is suggested for new-to-market or 
new-to-export American firms. 

Prospects for American sales of builders' hardware products in Thailand are 
rated as "fair" by the Embassy. 


U.S. Exports of Builders' Hardware 
to Thailand, 1982-87 
(thousands of dollars) 


Schedule B 

1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

$ 42 

$ 17 

$ 27 

$ 5 

$ 23 

$ 7 

646.9140 

454 

254 

178 

719 

371 

324 

646.9180 

48 

27 

153 

14 

40 

85 

647.0820 

23 

34 

159 

37 

178 

96 

647.0830 

50 

20 

39 

36 

11 

0 

647.0840 

79 

51 

78 

1 

10 

28 

647.0860 

352 

463 

441 

560 

217 

182 

Total 

$1,048 

$867 

$1,075 

$1,372 

$850 

$722 


ITA Desk Officers: Donald Ryan, Linda Decker, (202) 377-3875, Roam H-2032 
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TURKEY 


The rapid growth of the Turkish economy since the adoption of free-market 
policies in 1983 has launched the country on a course of indust rial 
development requiring major expansion of the country's infrastructure. 

The annual construction budget of US$2.5 billion, the Government's low-cost 
housing fund of US$600 million, and construction projects within the 
ministries of health and education and foreign investment, are expected to 
finance, among others, a construction program to include the building of one 
million new housing units within the current Five Year Development Plan and 
the construction of new hotels and holiday villages. 

The commercial staff at the U.S. Embassy in Ankara reports that Turkey 
currently does not have a significant import market for builders' hardware 
since many of these products are locally produced. However, U.S. exports of 
certain technologically-advanced products can be increased by establishing 
agent/distributor relations and by making licensing and/or joint-venture 
arrangements. 

The value of builders' hardware imported into Turkey in 1986 was approximately 
$2.5 million, of which padlocks, locks and lock sets, keys and key blanks, 
door controls, closers, etc. constituted $1.4 million in sales. Therefore, 
American companies should concentrate their export efforts on these products. 

Although no dramatic market growth potential for imports of builders' hardware 
in the near future is expected, because many of these items are locally 
manufactured and the country has not reached a level of sophistication to use 
the more technologically-advanced products, the Turkish contractor has an open 
mind to new products and it is certain that novel and advanced builders' 
hardware products will be introduced at a gradual pace over a period of 2 to 5 
years. 

The principal foreign competitors — in order of market share — are West Germany 
(69 percent, largely door controls, closers, keys and key blanks, lock sets) ; 
England (11 percent, mostly locks and lock sets) ; and Italy (3 percent, 
largely door controls, closers, padlocks, keys and key blanks) . The United 
States has about 13 percent of the import market, with most of its export 
sales being door controls, closers, locks and lock sets. 

In Turkey, generally the architect and/or the contractor specifies the 
hardware for a building. The primary buying influence is that of the owner; 
however, in important and big building projects, recommendations of the 
architect may have significant influence on the decision of the owner 
regarding the specification of the hardware. 


? f 2^ ion on product standards can be obtained from the Turkish Standards 
institute at the following address: Turk Standandlar Enstitusu, Necatibey 
Caddesi, Ankara, Turkey. Telephone: 125 41 01; Telex: 42047 TSE TR. 
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For effective marketing of builders' hardware it is advisable to use local 
agents. It may also be useful to decil with wholesale supply dealers, since 
sane of these dealers can import directly from manufacturers once they see the 
market potential. The primary role of the agent is to bring the new and more 
advanced products to the attention of importers and wholesalers, since very 
few agents in Turkey import. They prefer to work on a conmission basis 
between the importer and the exporter. 

Interested U.S. companies can exhibit their products at the Istanbul 
International Building and Construction Materials Exhibitions, the latest of 
which was held January 6-10, 1988 at the Istanbul Hilton Exhibition Center. 

In the opinion of Embassy staff, certain technologically-advanced control 
units such as the newer types of security locks which are electromagnetically 
or electronically operated can be profitably exhibited at this fair by 
American firms. Although it is not a requirement, they recommend that U.S. 
companies which intend to exhibit at this trade fair appoint agents in Turkey, 
since agents can greatly facilitate participation and operation formalities, 
as well as determine and alert potential Turkish buyers and importers 
regarding the particular requirements of exporters. 

For detailed information on the Construction-Turkey 88 Exhibition, interested 
American companies can write to the following addresses: 


Mr. Stephen Luff 

Telephone: 01-486 1951 

Overseas Exhibition Services, 

Telex: 24591 Montex G 

Ltd. 

Fax: 01-935 8625 

11 Manchester Square 

London TOM SAB, England 


Mr. Cem Aydin 

Telephone: 133 08 94 

Interteks International 

Mimar Kernel Oke Cad. No. 10 

80200 Nisantasi 

Istanbul, Turkey 

Telex: 22377 Inas TR 


There is a potential market for access control units. Turkey is slowly 
turning to more sophisticated security systems and devices as the country 
becomes more industrialized and larger hotels, luxury apartments and office 
buildings are built. 

Properly cultivated, the Turkish market can gradually absorb 
technologically-advanced builders’ hardware products, provided they are of 
good quality and not abnormally expensive. 

Although an import market can be developed by employing good agents and 
locating direct importers, there may be possibilities of licensing and 
joint-venture arrangements regarding certain hardware components and 
technology. 
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U.S. Exports of Builders' Hardware 
to Turkey, 1982-87 
(thousands of dollars) 


Schedule B 

1982 

1983 

1984 

1985 

1986 

1987 

646.9120 

0 

0 

$ 4 

0 

0 

0 

646.9140 

0 

0 

31 

$10 

$10 

$321 

646.9180 

3 

4 

10 

23 

29 

41 

647.0820 

0 

4 

5 

2 

56 

10 

647.0830 

0 

8 

0 

0 

0 

0 

647.0840 

0 

0 

0 

0 

0 

15 

647.0860 

14 

0 

0 

2 

0 

21 

Total 

$17 

$15 

$51 

$37 

$95 

$408 


ITA Desk Officer: Geoffrey Jackson, (202) 377-3945, -3042 
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UNITED KINGDOM 


The following information was obtained by U.S. Embassy personnel in London 
frcen the Guild of Architectural Ironmongers (Secretary: Mr. P. Spill) , 8 
Stepney Green, London El, the membership of which consists of wholesale 
stockists and distributors of builders' hardware and architectural 
ironmongery. Its members manufacture and/or sell all types of builders' 
hardware. The Guild is not associated with do-it-yourself products. 

The total market for builders' hardware (including that sold through builders' 
merchants) is estimated at 500 million pounds Sterling (US$750 million) . GAI 
members have a share of 150-200 million pounds Sterling (US$225-300 million) . 
Export figures are not included in these data. 

The growth potential for builders' hardware in the United Kingdom depends on 
future growth within the building industry. There has been a substantial 
decline in house building completions from 240,000 in 1980 to 212,000 units in 
1984 (the latest data available) . The grcwth in the general improvement 
category of the do-it-yourself market from 924 million pounds Sterling in 1980 
to 1,336 million pounds Sterling in 1984 has also acted as a brake on sales of 
conventional builders' hardware through conventional channels, although 
overall s a l e s of these products are growing, primarily through the 
do-it-yourself market. 

Access control units imported from the United States already sell well in a 
growing market. 

There are substantial imports of builders' hardware products from Germany, 
Italy, India, Australia, and the United States. For example, in 1985 imports 
of base metal locks and padlocks totaled 28 million pounds Sterling. For this 
total, imports from Germany were 8 million; Italy, 2 million; Hong Kong, 2 
million; USA, 5 million; other countries, 11 million. 

Specifications determinations are made by the architect, who gives a brief to 
the ironmonger. The merchant specifies a detailed door-by-door schedule. 

Information on product standards can be obtained from the Guild, which works 
with the British Standards Institute. Product standard BS 8220 on the 
security of buildings against crime was published recently. 

U.S. firms are advised to use a sales agent in the role of stockholder. A 
distributor may act as agent, taking a product into his own schedule and 
appointing sub-distributors . for other regions. 

"InterBuild, " an international building construction exhibition, is held every 
other year at Birmingham and may be of interest to U.S. builders' hardware 
producers. For information on this trade fair, contact Interbuild Exhibition 
Ltd. , 49 Calthrope Road, Birmingham B15 1TH. 
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U ‘®* ° f Builders' Hardware 

to the United Kingdon, 1982-87 
(thousands of dollars) 


Schedule B 


646.9120 

646.9140 

646.9180 

647.0820 

647.0830 

647.0840 

647.0860 

Total 


1982 1983 

$ 177 $ 260 

1/001 1,096 
6,402 4,710 

981 725 

225 168 

1,228 685 

2,130 1,402 

$12,145 $9,045 


1984 

1985 

$ 115 

$ 261 

1,215 

919 

4,712 

3,484 

991 

826 

261 

285 

681 

544 

1,107 

1,595 

$9, 082 

$7,914 


1986 

1987 

$ 300 

$ 768 

781 

805 

4,012 

4,346 

817 

1,045 

244 

169 

657 

685 

1,206 

1,529 

$8,018 

$9,347 


TEA. Desk Officer: 


Robert Ifclaughlin, (202) 377-3748, Room H-3049 
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CHAPTER III 


EXPORT ASSISTANCE OFFERED 
BY THE DEPARTMENT OF QDMMERCE 


Section I. Tirade Prcraotion Programs and Services Offered by the U.S. and 
Foreign Ccnmercial Service 


The U.S. and Foreign Commercial Service (US&FCS) of the Department of Commerce 
offers a variety of programs and services to help American exporters compete 
more effectively in the world marketplace . 


As the U.S. Government’s only international trade agency with a worldwide 
network of trade specialists, both domestically and overseas, the US&FCS 
gathers current trade leads, marketing information and trade contacts, and 
makes this . information available to American companies from international 
trade specialists in district and branch offices located throughout the United 
States. See page 56 for a listing of these offices. 


J 5 ® (P 130 ) a PPfaring alongside the name of a program or publication 

indicates that information on it can be obtained from the U.S. -based US&FCS 
trade specialists. Two programs. Trade Dispute Assistance and Export 
^tdmrs, (( are administered solely by the District Offices and are so indicated 


MARKET RESEARCH 


8 succe ^ sful sorting is to identify the best 

markets for its product or service. Under the guidance of the US&FCS, 
^J^ienoed research analysts in foreign countries continually collect and 
analyze commercial intelligence. They gather data on specific export 
opportunities and identify market trends affecting trade and investment. 

t ? J know , how the products his or her company makes are sellim 

“J®? 5*® ^ rowin ? the fastest, which ones are 
<^^ging f which ones want to buy more of his or her firm t s products, the 
US&PCS has_ the answers (for the most active U.S. industries) in both 

^formation Sr mrrative form * In add ition, the US&FCS can provide 


o 


Tariff and non-tariff trade barriers, import 
and product standards; 


regulations, policies, 


o 


Domestic and foreign competition, 
ocarpstitive factors; 


individual competitor firms, and 


o Distribution practices; 
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O End users; 

Stet? thr ° Ugh '* at Kedia are effectively promoted in the 


Custcati Statistical SteKidma 


(DBO) 


work that c^Tb^tedi^^a^timP ^ 110 e Y aluate P? tential foreign markets, 
exports often are not arramedi^SSi 3 ^ Available figures on imports and 
what a company wishes toiavL *>„- . use ^- format or focused to reveal just 
sltuatlorutha ^ft PKmnl«, efforts, a that 

to do the extraction and fonSS^ ° f 

aTOilSle^i S wS^to^ a SwoS 1 b^iSdid^ ) 'tJ he H“ ealth of tra<to statistics 
person needs and for iust the nrrrh breakdowns a marketing 

interested. Using ^oth^ “* OOUB ** 1 ® B «**<* he or sheis 

programs, the Commerce Department can ^J! 2 ?^ lcated soft * l «“ 

thousands of individual^SS prov * de up-to-date trade data on 

the flexibility to compute the dat^h^^i ?°° CC ? ntries * 033 personnel have 
market share pLoenS^S, or ' quantit ^' unit value, 

Quarterly or annually. varying periodicity, such as monthly, 

Sl^oStoStion ^t^Sn^Sdil^shS^ f^ ic \ one 0311 specify the 

products, the top products for anv the . ^ ^^kets for a company's 

P— ta 9es , a^sl^t^^tl^^. 63 * <XUnt ' :y,S *“ 

SSS Sltte ^e^of^T “» <*- o» the amount of data 


Compari son Shopping Service (DBO) 

SJf ^ ey , mrtet f n ? “*> foreign 

in select countries. US6FCS staff s i^ c ific "off-the-shelf" products 

nine toy marketing fac£ S jSHoS^ SS ^if* 5 to d ®^ine 
in the market, cceparable prcducts^diSrihSi^f^k' ln ? luilin ? sales potential 
ccspetitive factaSTand 9?i«g price, 

Ihe US&KS currently offe?T^s ie^ST^ J^L 0 ?* “ « 5 ?° P® country. 
Ooloitoia, France, <4man?TlSia ? countries: Brazil, Canada, 

Hiilippines, Saudi Arabia qi Ita f y ' Korea, Mexico, the 
will be added lSter. ' nmpore > *** United Kingdom. More countries 
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Ceariroercial Inform a tion Management System (CIMS) (DBO) 

statisticS^a^GjmoS 3 ^ i specialist can selectively combine narrative ard 
International Market Research Reports (DBO) 

ai*3bStu». 

s^ R iSi?^s v ^i th £ < buiicjin3 1™*** 3 

£3 SwET ' ° UJla ' aemarv ' Ji «™' Netherlands, Saudi Arabia, 


market oontact 

sshs-ssss: 

Agent Distributor Service (DBO) 

‘JrS*" £0r 5?^^ and qualified foreign 

3fS??S toterest ta «- cost 

Trade Opportunties Program (TOP) (DBO) 

--provides timely sales leads from overseas firms seeking to buy or represent 
r :f' P ? 3110 ^ and, services; these leads are gathered through local channels 

5m ™^?T^ ^5 icerS worldwid6 ‘ ^d details, such as 
specifications, quantities, end-use, and delivery and bid deadi inoc a™ 

^ mde avSlable electronically within 24 

rot 2? pr * vat ? «**“*• distributors are encouraged 

to access TOP leads for further dissemination in printed or electronic form? 
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Currently, private sector distributors of lop leads include the Journal of 
110 Wall Street, New York, NY 10005, Attn: John Hoey 
«? 1 C 37 ? 7 ' 0CMEUSERVE / 165 5 North Fort Myer Drive, Arlington, VA 22209, 
^Jtn: Michael Mahoney, (703) 524-6900; and SIGNET (The Merchantile Industrial 

' 2114 East Street, Orlardo, FL 32802, Attn: Eric Bolves 

(JU5) 894-1002, 

Export Mailing List Service (DBO) 

;^ ifi6S £°!f ign ^ufacturers, agents, distributors, retailers, importers 
and other contacts. Each listing includes the firm's name and address, cable 
and telephone numbers, name and title of an official, product/service 
terests, as well as additional data. These on-line customized retrievals 
are based on the criteria the requester specifies. The cost varies, depending 
on the number of names. ^ 

World Traders Data Reports (WTCR) (DBO) 

~ bac J g ^? un f on individual foreign firms, containing information 

about each firm's business activities, its standing in the local business 
community, its credit-worthiness, and its overall reliability and suitability 

S ?v.£ r fi d c C 2 nta ? t for J U,S * e *P? rt ers. WTDR's, prepared by overseas personnel 
Iw S \ ??^ QJTOial Service, are designed to help U.S. firms 

forei 2? before making a business commitment. 

WTOR's cost $75 per report. 

S » are available on f intis located in Soviet Bloc countries, in 
countries with which the United States has no diplomatic relations, in Puerto 
co, Guam, the United States or any of its trust territories. WTDR’s also 
il ?? 1 M Where equ J valent background information can be readily 
£? U ^ e c ? nmercial sources, e.g. , the United Kingdom. Contact 
of J ice for information on obtaining 

alternative sources of background information on companies located in the UK. 
Commercial News USA (DBO) 

—is a magazine of the Department of Commerce that promotes U.S. products and 
PP fPbafis on new product development. One can seLch for his 
best markets worldwide by placing a brief description and 

? f ^ P^ots in this magazine. (Additional information on this 
publication is in the section that follows.) n rnis 


MARKET PROMOTION 


New Product Information Service (NPIS) (DBO) 

Ertlio!^ f° r ne» U.S. products available for ^mediate 
export. To be eligible for this service, products must not have been on the 
U.S. market for more than three years. NPIS export information is^ 
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dlsseminatfid through Oontnerclal News USA , a catalog magazine published 10 
imes a year. More than 105,000 copies of Commercial News USA are circulated 
ill overseas business ocununities by the U.sTand Foreign Commercial Service 
ana the economic sections of certain state Department offices. Most of the 
issues are circulated in major markets to agents, distributors, government 
officials, business executives and end-users. This exposure enables foreign 
irms to contact U.S. exporters of specific products, provides an indication 
of market interest and often generates sales and agent contracts, The minimum 
t ^ 11 ^ service ^ $150 per product. A regional targetting option is an 
^ d ir tional ^ 20 for re 9^ on selected. The regions are: Eastern Europe? 
Western Europe; Mexico, Central America, Caribbean? Canada? South America? 
if* ar *i Oceania? North Africa, Near East, South Asia? and Africa 

(Sub-Sahara) . Multiple listings are now available within the same 12-month 
period. 


witt* January 1987 issue, Ocmroercial News USA started making 
available various sizes of listings for the New Product Prorotion Service. 
These listings are an expansion of the usual 60-80 word product descriptions 
and contain more detail about the product, larger headlines, two or more 
Photographs cations, display type, border graphics, etc. The new fee for 
firms requesting larger listings are one-third page, $400? two-thirds page, 
Page ' $1 ' 200; fc® ful1 P^es, $3,000? and inside back cover, 

yifc f UUU • 


Trade Shews (DBO) 


areoverseas promotions that are organized and recruited by the U.S. 
Department of Oonmeroe. The shows are either industry specific (vertical) or 
general (horizontal) , and are scheduled worldwide. The shows are usually of 
two types: U.S. exhibitions and international trade fairs. 

U.S. ^exh ibitions (solo exhibits) are shows which are initiated and staged by 
the Commerce Department and which feature only U.S. exhibitors and their 
products . .These exhibitions are frequently held in the Department's overseas 
trade event facilities (Export Development Offices) , 

U.S. exhibitions are built around a product theme selected on the basis of 
extensive narket research. Technical seminars often are held in conjunction 
with exhibitions to stimulate further interest in the products and help boost 
sales. Prior to each exhibition, the Department's overseas staff conducts a 
market promotion campaign that includes identification of all prospective 
j a 9 e { 1 ? s i 11 t* 1 ® marketing area, publicity in appropriate media, 
and individual calls on the most promising sales prospects. Exhibitors bear 
the cost of shipping display products to the exhibition and providing one or 
more r^resentatives to staff the booth. In addition, each exhibitor makes a 
contribution to the Department to cover space rental and other direct costs 
the Department incurs in staging the exhibition. 
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International trade fairs are shows in which the Commerce Department 
establishes a U. S. section or pavilion, featuring U.S. products and 
exhibitors. The objective here is to create a separate U.S. identity at an 
event. As with solo exhibits, overseas staff conduct extensive promotion 
efforts on behalf of participants, and participants bear the costs of shipping 
goods and manning booths. The cost of participation in a trade show varies, 
but for companies who have the resources, these trade shows can be one of the 
most cost-effective ways of developing an export market. 

In addition to trade shows that Commerce directly manages, the International 
Trade Administration also recognizes leading industry-oriented overseas trade 
fairs organized and operated by private sector organizations that meet certain 
requirements. Trade associations, exhibition management companies, trade fair 
operators, and other private sector organizations that organize and manage 
international fairs are eligible to participate in the program. If 
certification is granted, Ccsnmerce provides the organizations with assistance 
and counseling on promoting their exhibitions. 

(Ihe Building Materials and Construction Division, Trade Development, 
maintains a list of construction-related trade shows around the world. To 
obtain a free copy, write to the Division, Room H-4045, U.S. Department of 
Oosnmerce, Washington, D.C. 20230, or telephone: (202) 377-0133.) 

Catalog and Video-Catalog Exhibitions (DBO) 

—are means whereby a company can gain market visibility without leaving its 
heme office. These are flexible kinds of exhibitions that provi de 
U.S. industry with an effective technique to give products low-cost exposure 
overseas, particularly in those developing markets where major industry 
exhibitions are not feasible. These exhibitions also test the saleability of 
produces, develop sales leads, and identify potential buyers, agents, or 

Bo ** 1 31:6 helc * at u,s * embassies or consulates or in conjunction 
with trade shows. In a catalog exhibition the display consists of product 
catalogs, sales brochures, and other graphic sales aids. A catalog/video 
exhibition is a video tape presentation. An industry technical representative 
is on hand at all catalog and catalog/video exhibitions to talk with potential 
buyers and answer their questions. 

Foreign Buyer Program 


—allows American business personnel to meet qualified foreign purchasers for 
their goods and services without the expense of traveling abroad. The US&FCS 
promotes select shows to attract foreign buyers and counsel participating U.S. 
firms, bringing together buyers and sellers. 


Ihis program is administered by the Export Promotion Services Division, 
Commercial Service, Room H-2118, U.S. Deparment of Commerce, 
Washington, DC 20230 (202) 377-0871. ' 


U.S. 
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Trade Missions (DBO) 

have been developed by the US&FCS to help selected groups of business 
representatives who wish to visit potential buyers, agents and distributors in 
foreign countries to promote their products and services. These are overseas 
Sif telp ? 1 flanged and recruited by the Department of Commerce. 

r 11 usuan Y vlslt three countries in a geographic region, 
with three working days spent in each country. The missions are industry 

STiSn+Ji; ' P roce f s control equipment, etc.) and are limited to 

8-12 c ? T P anies ' At each stop on the mission's itinerary, 
^e-arranged business appointments are scheduled for each participant by^ 

°J ^V 3 : S • Forei ^ «* Commercial ServicT Mission 

!° r ^ e5 « )enses (i-«w airfare, hotel, meals) 
and a contribution to defray direct general mission expenses. 

There are three types of trade missions: 

"Speciaiized Trade Missions" are planned, organized, and led by Department 

b f^ gr °^ of U ‘ S * People intTdSect 

potential foreign buyers, agents, and distributors. ITA/ED 
Pocket lines and itineraries that appear to offer the best 
potential for export sales; it coordinates the trips and provides detailed 
marketing information, planning, and publicity. Participants in the 

mission pay their own expenses and a share of the direct costs of running 
the mission overseas. y 

i?!I^S4-^ i Si 0nSn ? ranote ? f sophisticated products and technology 

in markets where sales can be achieved more effectively by presenting 

techrd^ seminars or concentrating on concepts and systems. They feature 
one- and two-day presentations by a team of American industry 
r^resentatives who conduct discussions on the technology of their 

J*** f 160 address Eminent development or industrial problems 
of the host country. The balance of the mission is devoted to 
^ointmKjts and other sales efforts that are normally associated with 
specialized trade missions. 

"State/Industry Organized Government Approved Trade Missions" are 
organized and led by trade associations, chambers of commerce, state 
developmental agencies, and similar groups with the advice and support of 
the International Trade Administration's Export Development unit. The 
overseas operations of these missions are similar to those of specialized 
trade missions. 

Matchmaker Trade Delegations (DBO) 

—are big, high-visibility trade delegations organized to introduce U.S. firms 
to new markets. The program was developed by the Department of Commerce to 
assist U.S. firms ready to explore new overseas targets for their products and 
serv *?r s * A limited number of potential host countries are selected each year 
according to the results of global surveys and on the recommendations of the 
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Sta3ies of “* ****** 

sectors which Sovide^^vf^ 1^, theme conoentrates on end user 
products best opportunities for introduction of U.S. 

representatS^links f bSe2 U 1 S Ce ^r^^^ liSh ^ t ° f Cammercial 

distributors exporters and overseas agents and 

made when j oinTventu^P^o^ 3 ?^ 16 t ? elr products 303 services. Matches are 
maae wnen [joint ventures or licensing agreements can best serve U.S. interests. 

u g s nt oom^nfi St ^^ bU ^° ES in . a forei 9n market are "matched" with particioatiner 
that SSt wh?^ 12 ? 133 ! 0113 • ° n distrih ution of the conpany ' s f produc£ t £^ 

«ke demonstrations and pmsantSInSfS ^ ’» “*** to 

Business-Spons ored Promotions (DBO) 

fecWH^f, associations and individual firms or their agents with 

information on a^il5bl!^2m?£ iStSttte US T^' F ° r fUrth<2r 
Servico senior commercial «*£?£ Commercial 

Section IX. Other Services 

^ EErsonnel at Dlstrict 

^ Jimerce Department's U.S. and Foreign Cammercial Service: 
gfrade Dispute Assistance (DO) 

business firms 

£»sr sr " 

3 ) disputes that the complainant ta^made nTSfort to Lttle 100 CaSeS ' 

Export Seminars (DO) 

aSjlIts^Ts^^Stri^owS 3 3 ff* r ^ °? S De P artment ° f Ccmmerce 

^ss^SaajssssscT 

issues of particular interest to the international business Slraunity^ 
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Section III. Export-Related Publications of the U.S. Department of Commerce 


These publications are available from the Superintendent of Documents, U.S. 
Gwernment Printing Office, Washington, DC 20402, or they can be ordered 
through the Department of Commerce District and Branch Offices. 


hrS ' Ihis best-selling Government guide tells one how 
. % . ~r lish profitable trade, and hew to get the valuable business assistance 
that other exporters rely on. The September 1986 issue is available for 
58 -50. The GFO stock number is 003-009-00487-0. 


Servi ces for Exporters from the U.S. Government . This is the most 
comprehensive , current listing of Government services, programs and 

to exporters. It describes each program, gives 

, criteria ' . 311(1 provides valuable contacts. The price is $4.25 and 
the GPO stock number is 052-070-05977-0. 


just ness America The Magazine of International Trade . This is the journal of 
the International 'prade Administration, published for those who are active or 
interested in foreign trade. Published on a bi-weekly basis, Business America 
carries articles . on foreign trade policy issues, world market reports and 
^^? P ^ rt ^ lnitieS arourid 01(2 world. Periodically, special coverage is given 
to i .} rdividua } countr Y "Outlook" summaries, trade fairs around the world, 
national holiday schedules for every major world market, etc. Issues also 
focus on announcements and results of Department of Commerce-sponsored 
international trade promotion exhibitions, trade missions, and other trade 
events. Other regularly carried features include "Economic 
Highlights - current developments in the domestic economy pertinent to 
forei gn trade, "Business Outlook Abroad" - economic trends and business 
opportunities in selected countries, and "Worldwide Business Opportunities" - 
opportunities for foreign sales, construction and licensing opportunities 
abroad, including foreign buyers planning buying trips to the United States. 
The annual subscription fee is $57; add $14.25 for other than a U.S. mailing 
address. The GPO stock number is 703-011-00000-4. 

Country Studies. Each clothbound book describes and analyzes a country's 
current economy, government and politics, national security, contemporary 
society and _ lifestyles , history, and more. Researched and prepared by experts 
in the American University's Foreign Area Studies program, these "crash 
course" books provide comprehensive information about prospective markets to 
save one time, effort, and money. Those books currently available from GFO 
are Japan (008-020-00937-7), $14.00; Saudi Arabia (008-020-01020-1), $15. 00; 
South Korea (008-020-00921-1), $12.00; China (008-020-00888-5), $12.00; 

Nigeria (008-020-00913-0), $12.00; Australia (008-020-00540-1), $13.00; West 
Germany (008-020-00943-1), $11.00; East Germany (008-020-00918-1), $12.00; 
Brazil (008-020-00975-0), $11.00; and Indonesia (008-020-00965-2), $8.00. 
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° n ^ 0oun ! ries Qf j* e lfar1d - A set of authoritative pamphlets 
nations and territories of the world. Each 6- to 8-page pamphlet 

offe^current information on a country's leaders, politics ,iLS5ents , 

rela ^ ions ' 30(1 irore '* 303 includes an up-to-date map. The 
B ackground Notes set includes all Notes available at the time of order and 
may be kept ^tx>-date with an available subscription service, ihe price of 
the set is $54.00 (GPO stock number 044-000-91214-7); the annual ■aiVwTinf'inr, 
is $14.00 (GPO stock number 844-002-00000-9) subscription 

^Introduction to Contract P r ocedures in the Near East and North Africa 
mis publication reooimends steps tailored to each country ttot^i Tn^Tn 
companies avoid problems with performance requirements, ^>icim practiS 
availabUity of local materials, import and^e-eS^T^lStSm 

° f “* ^ Uoatlon »•»'«* its GPO 

^j rop^n Trade Fairs: A Gui d e for Exporters. Marketing goods and service 

through trade fairs is a European tradition which dates backover 1 200 

publication provides step-by-step instrucW^oTSw to Choose 

.. ^ participate in them successfully. The price is $5 00 and 

the GPO stock number is 003-009-00341-5. * p oe is ?o.U 0 ana 

fT* 0 * ***!= ^ far R,ai — ° topresentati yea . 

1 311 U- s - embassies, consulates and missions, with 

offS5^ a rlto'S? ne the names and titles of the key 

cers at each post, in addition, it provides the addnoco and +vaionhrt«« * 

ssnss s-— 

t^TSo ™nfcers, and toy managers of mare 

° f COl “ bla ' Puert ° 

l^ysrified. The Dtagtoffi (sicck number 003-oS-Xf^^v^ffor 

pSSdel'the c^Lt?' ! ’ re ^ iV %^ de ^ Export 
togulations rtiiSrSStaTSSrto P? ioies ani official 

fee of $77.00 covers updat^Slainini^l^J'^i ) Ihe . “““a 1 subscription 
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Foreign Economic Trends and Their Implications for the United States . These 
reports, prepared by experts in the U.S. Foreign and Ccarorrercial Service, 
consist of more than 100 bulletins each year. They focus on current economic 
situations in individual foreign countries and identify the principal rwnmaq 
of each development and its possible impacts on a company's export business. 
Newly-announced foreign government policies and priorities are discussed, and 
export opportunities are described. In addition, key economic indicators and 
trends in consumption, investment, foreign debt, and more are evaluated. The 
yearly subscription fee is $49.00. Identify by GPO stock number 
803-006-00000-8. 

Foreign Business Practices . This manual should be of interest to exporters or 
anyone licensing or investing abroad. It supplies authoritative answers to 
questions about foreign business practices and also provides details on the 
use of export trade laws and export tax benefits. $3.50. The GPO stock 
number is 003-009-00460-8. 

Overseas Business Reports . These in-depth marketing studies of America's 
major trading partners offer an up-to-date, expert understanding of each 
country's economic cutlook, industrial trends, trade regulations, distribution 
and sales channels, transportation, credit situation, and more. The annual 
subscription price is $14.00 and the GPO stock number is 803-007-00000-4. 

Foreign Trade Reports . These statistical reports provide authoritative data 
for determining marketing policies, assisting in appraising the general trade 
situation and outlook, studying share-of-the-market and market penetration, 
and measuring the impact of competition. There are a number of them, but the 
two described belcw might be of particular interest. 

Highlights of U.s. Export and import Trade (FT 990) . This publication offers 
monthly and cumulative data on commodity groups, geographic areas, and major 
trade movements. The annual subscription price is $47.00. Order by GPO stock 
number 703-048-00000-5. 

U.S. Exports, Commodity by Country (FT 410) . This monthly report keeps one 
informed on trends in shipments of specific products to their largest overseas 
markets. It consists of official data from the Census Bureau that enables one 
to determine which countries receive the largest quantities of U.S. exports, 
lhe GPO stock number is 703-044-00000-0 and the annual subscription cost is 
$ 112 . 00 . 

For further information regarding these publications and services, contact the 
nearest U.S. Department of Commerce District or Branch Office. A list of 
these Offices follows. 


55 



U.S. DEPARTMENT OF COMMERCE 
DISTRICT AND BRANCH OFFICES 


Connecticut: 

Maine: 

Massachusetts: 

New Hampshire: 
New York: 

New York: 

New York: 

Rhode Island: 
Vermont; 


Delaware: 

District of 
Columbia: 

Maryland: 

New Jersey: 

Pennsylvania: 

Pennsylvania: 


Northeastern (Region I) 


Hartford, 06103, Rocm 610-B, Federal Building, 450 Ma in 
Street (203) 240-3530 (D) 

Augusta, 04330, -77 Sewell Street (207) 622-8249 (B) 

Boston, 02110, World Trade Center, Suite 307, Comronwealth 
Pier Area (617) 565-8563 (D) 

Serviced by the Boston District Office. 


?716? 1 846 1 4 191 ' ^ Federal mil6i ng, 111 Wfest Huron 


Street 


New York, 10278, Roan 3718, Federal Office Building, 

26 Federal Plaza, Foley Square (212) 264-0634 (D) 

Rochester, 14604, 121 East Avenue (716) 846-4191 (B) 

Providence, 02903, 7 Jackson Walkway (401) 528-5104 (B) 

Serviced by the Boston District Office. 


Mid-Atlantic (Region II) 

Serviced by the Philadelphia District Office. 

14B^£S 20230, Roan H-1066, U.S. Department of Camerce 
I4tn Street & Constitution Avenue, N.W. (202) 377-3181 (D) 

Baltimore, 21202, 415 U.S. Custanhouse, Gay and Lombard 
Streets (301) 962-3560 (D) * ijanDara 

^M89-2 8 100' 3 “) ECjnDBtal ^ Buildij ^' 40 Su^e 211 


I215M97-2850 191< (D) 9448 Federal 600 Arch Street 

Ul^ejfesso 222 ^) 002 Fed6ral Building ' 1000 Liberty. Avenue 
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Appalachian (Region III) 


Kentucky: 

Louisville, 40202, Room 636B, Gene Snyder Courthouse and 
Customhouse Building, 601 West Broadway (502) 582-5066 (D) 

North Carolina: 

Greensboro, 27402, 203 Federal Building, 324 West Market 
Street, P. 0. BOX 1950 (919) 333-5345 (D) 

South Carolina: 

Charleston, 29401, 17 Lockwood Drive (803) 724-4361 (B) 

South Carolina: 

Columbia, 29201, Strom Thurmond Federal Building, Suite 172, 
1835 Assembly Street (803) 765-5345 (D) 

Tennessee: 

Memphis, 38103, 555 Beale Street (901) 521-4137 (B) 

Tennessee: 

Nashville, 38103-1505, Suite 1114, Parkway Towers 404 James 
Robertson Parkway (615) 736-5161 (D) 

Virginia: 

Richmond, 23240, 8010 Federal Building, 400 North 8th Street 
(804) 771-2246 (D) 

West Virginia: 

Charleston, 26301, 3000 New Federal Office Building, 500 
Quarrier Street (304) 347-5123 (D) 


Southeastern (Region IV) 

Alabama: 

Birmingham, 35205, Roam 302, 2015 2nd Avenue North, 3rd 

Floor (205) 731-1331 (D) 

Florida: 

Clearwater, 33515, 128 North Osceola Avenue (813) 461-0011 
(B) 

Florida: 

Jacksonville, 32202, Independence Square, Suite 3205C 
(904) 791-2796 (B) 

Florida: 

Miami, 33130, Suite 224, Federal Building, 51 S.W. 1st 

Avenue (305) 536-5267 (D) 

Florida: 

Tallahassee, 32304, Collins Building, Room 401, 107 West 
Gaines Street (904) 488-6469 (B) 

Georgia: 

Atlanta, 30309, Suite 504, 1365 Peachtree Street, N.E. (404) 
347-7000 (D) 

Georgia: 

Savannah, 31402, 120 Barnard Street, A-107, P. 0. Box 9746 
(912) 944-4204 (D) 
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Mississippi: 


Puerto Rico: 


Jackson, 39213, 
Wilson Boulevard 


328 Jackson Mall Office Center, 
(601) 965-4388 (D) 


300 Woodrow 


San Juan (Hato Rey) , 
Chardon Avenue (809) 


00918, Roctn 659, Federal Building, 
753-4555, Ext. 555. 


Great Lakes (Region V) 


Illinois: 


Illinois : 


Illinois: 


Indiana: 


Michigan: 


Michigan: 

Minnesota: 


Ohio: 

Ohio: 


Wisconsin: 


Iowa: 


Kansas: 


Chicago, 60603, Roan 1406, Mid Continental 
55 East Monroe Street (312) 353-4450 (D) 


Plaza Building, 


ws “sr ‘ 


Rockford, 61110-0247, 
(815) 987-8123 (B) 


515 North Court Street, 


P. O. Box 1747 


Indianapolis, 46204, 357 U.S. 
Building, 46 East Ohio Street 


Courthouse & Federal Office 
(317) 269-6214 (D) 


Detroit, 48226, 1140 McNamara Building 
(313) 226-3650 (D) 


477 Michigan Avenue, 


S S 6 -Su 95 ?B) 300 H - W - 409 

ISS^ll)' 348-M8 08 IIT 31 B “ lldln9 ' U ° S0Uth 

(S^29« 2 ° 2 ' (D f 04 Eeteral BuiUln 9 ' 55 ° M*in Street 
522-4750^ f l^ 14 ' Rocgtt 668 * 666 Euclid Avenue ( 216 ) 


Milwaukee, 53202, 605 Federal Buildin 
Avenue (414) 291-3473 (D) 


517 East Wisconsin 


Plains (Region VI) 


ssys&s-fcr Fa3eral aiiid1 ^' 210 wataut street 

(3^169-6160' ^ *“* Pla0e ' SUit# 535 ' 727 NOrth WaC ° 
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Missouri: 


Missouri: 

Nebraska: 
North Dakota: 
South Dakota: 

Arkansas: 

Louisiana: 

New Mexico: 

Oklahoma: 

Oklahoma: 

Texas: 

Texas: 

Texas: 

Arizona: 

Colorado: 

Idaho: 


Kansas City, 64106, Roan 635, 601 East 12th Street 
(816) 374-3141 (D) 

St. Icuis, 63105, 7911 Forsyth Boulevard, Suite 610 
(314) 425-3302 (D) 

cmaha, 68137, 1113 »0» street (401) 221-3664 (D) 

Serviced by the Omaha District Office. 

Serviced by the Omaha District Office. 

central (Region VII) 


Little Rock, 72201, Suite 811, Savers Federal Building 
(501) 378-5794 (D) 

New Orleans, 70130, 432 World Trade Center, 2 Canal Street 

(504) 589-6546 (D) 

Albuquerque, 87102, 512 Gold, S.W., Suite 4303 

(505) 766-2386 (D) 

Oklahoma City, 73116, 5 Broadway Executive Park, Suite 200, 
6601 Broadway Extension (405) 231-5302 (D) 

Tulsa, 74127, 440 Scuth Houston Street (918) 581-7650 (B) 

Austin, 78711, 410 East 5th Street, Room 304 (512) 472-5069 


Dallas, 75242, Room 7A5, 1100 Commerce Street 
(214) 767-0542 (D) 

Houston, 77002, 2625 Federal Building & Courthouse, 515 Rusk 
Street (713) 229-2578 (D) 

Rocky Mountain (Region VIII) 


Phoenix, 85025, Federal Building & U.S. Courthouse, 230 North 
1st Avenue, Room 3412 (602) 261-3285 (D) 

Denver, 80202, Room 119, U.S. Customhouse, 721 19th Street 
(303) 844-3246 (D) 

Boise, 83720, Statehouse, Room 113 (208) 334-2470 (B) 
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Montana; 

Nevada; 

Utah: 

Wycsning: 

Alaska: 

California; 

California: 

California; 

California; 

Hawaii; 

Oregon: 

Washington: 

Washington: 


Serviced by the Denver District Office. 

Reno, 89502, 1755 East Plunfc !*«,, to 152 (702) 784 . 5203 (D) 

SS 34 ?D) U ' S ' Oourthouse ' 350 south 

Serviced by the Denver District Office. 

Pacific (Region tyi 

forage, 99513, p. O. Box 32, 701 C Street (907) 271-5041 

m3flS5705 004 ^ ) ROa ” 800 ' 11777 Vicente Boulevard 
San Diego, 92122 , 6363 Greenwich Drive (619) 293-5395 ( D ) 

^ »(r 4th Stre6t ' Sult * * 1 

ST 618 ' 1210 S - H - M Avenue 

tf06M42-SS' 3 (D) 1 mi0tt AVenUS ' Suite 29 °- 

^09^456-4557 # 808 Spokane 1,1113 Boulevard, Rocm 623 


nave volunteered their servicesTTa XZT i" ^ states ana Puerto Rico 
J?°h works closely with its nearest Sstril? Ds!p ?ttmental Associate Offices.” 
businesses of CR»rtunities Bra ?* 0£fioe to inform local 
Branch offices maintain a close workirn S? A M ter ? tl °^ al trade * District an 
econcnuc develop office to a^^^^^^tate-s 
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TOE TWELVE MOST COMMON MISTAKES AND 
PITFALLS AWAITING NEW EXPORTERS 


1* Failure to obtain qualified export counseling and to develop a master 
international marketing plan before starting an export business — lb be 
successful, a firm must first clearly define goals, objectives, and the 
problems encountered. Secondly, it must develop a definitive plan to 
accomplish an objective despite the problems involved. Unless the firm is 
fortunate enough to possess a staff with considerable export expertise, it may 
not be able to take this crucial first step without qualified outside guidance. 


2. Insufficient commitment by top management to overcome the ini tial 
difficulties and financial requirements of exporting — It may take more t-y 
and effort to establish a firm in a foreign market than in domestic ones. 
Although the early delays and costs involved in exporting may seem difficult 
to justify vhen compared to established domestic trade, the exporter should 
take a long-range view of this process and carefully monitor international 
marketing efforts through these early difficulties. If a good foundation is 
laid for export business, the benefits derived should eventually outweigh the 
investment. 

3. Insufficient care in selecting overseas distributors — The selection of 
each foreign distributor is crucial. The complications involved in overseas 
communications and transportation require international distributors to act 
with greater independence than their domestic counterparts. Also, since a new 
exporter’s history, trademarks, and reputation are usually unknown in the 
foreign market, foreign customers may buy on the strength of a distributor's 
reputation. A firm should therefore conduct a personal evaluation of the 
personnel handling its account, the distributor's facilities, and the 
management methods employed. 

4. Chasing orders from around the world instead of establishing a basis for 
profitable operations and orderly growth— If exporters expect distributors to 
actively promote their accounts, the distributors must be trained and 
assisted, and their performance must be continually monitored. This requires 
a company marketing executive permanently located in the distributor’s 
geographical region. New exporters should concentrate their efforts in one or 
two geographical areas until there is sufficient business to support a company 
representative . Then, while this initial core area is expanded, the exporter 
can move into the next selected geographical area. 

5. Neglecting export business when the U.S. market booms— Too many companies 
turn to exporting when business falls off in the United States. When domestic 
business starts to boon again, they neglect their export trade or relegate it 
to a secondary place. Such neglect can seriously harm the business and 
motivation of their overseas representatives, strangle the U.S. company's own 
export trade, and leave the firm without recourse when domestic business fai i .«* 
off once more. Even if domestic business remains strong, the company may 
eventually realize that they have only succeeded in shutting off a valuable 
source of additional profits. 
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domestic counterparts— Often f^ 1 basis with 

campaigns, special discount offSrsT'^aTT °T institutional advertising 
term programs, warranty offers etc p 5°f t ? ms ' special credit 

similar assistamTavailSinA 25 A ^ .f‘ l" 93 * 6 * *** fail to make 

■ d *“ > that can destrr* the vitali£ * 3 

suocessfh^in^all aOTitries^Wtot'wSs'^n mJ t>rC 5 U f t wiu automatically be 

Each market has to^^treated^i^S?,, 1 ? °T ^ y not work in others. 

oe treated separately to insure maximum success. 

prefSSSi^^th^ SSSiS^Si^ regulatioi ? s or cultural 
import restrictions, cannot be ignored^v^reSn 3 ? 1 ?^ as wel1 as 

E2S2SJ ar^CLl 2S *££?’ «• &aS?Si " necessarY 

no^mt the resulting waller .££?£?- ** 

understood l^uagSl^Sough^dlsStoutS^” 1 ? " Iessa9es “> locally 
English, it is unlikely that^Ll SlS^^nL^ f 0 ?,' nenagement may speak 
have this capability, without a SLur ^ >ersomQl ) 

e^oe^rnstruotions, these persons tmy be' ^pSSSg^ 

d«id2 i it r LSot°Sfort 5 ™ 1 a exStdiSS n ? n ^ oorpany— If a firm 
unsuccessfully), it should considS^tte SSSl?hr ( 5 0ne 

appropriate expert managment company. possJhilxt y of appointing an 

^po^iSSirti^ 3 ^ licensl ^. or joint-venture agreements- 
aSS <*™?f in- 

dismiss international marketiS as S^ShiT^ ST 5 ® ltany cort Panies to 

canpete on a national basis tothe UniS^tetes ^A IT Y products ^ «« 
in most markets of the world. A ^successfully marketed 

the simple, profitable Si to E” 1 ”* T 3 ^®*® 1 * «^ y be 

needed for success is flexibility in 1X1 gen ? ra1 ' 311 that is 

techniques. ty 2X1 usln ?r the proper combination of marketing 

with^thTne^eS^^S^LSS 3131 ® serv l°in3 tor the product— A product 
Period, PotentSl^re V enting^^ r '^i^ Ulre 3 ^ 1" « short 
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Chapter iv 


fKEVATE SECTOR SOURCES OF FOREIGN BUSINESS DEFORMATION AND 
NAMES OF POTENTIAL CUSTOMERS */ 


e private sector also is very active in supplying the information needs of 

complies involved in exporting. A list of some of the privately-published 

? f customers ( such as construction companies, retail 

' ^ Lre ? tor } es of trade publications, and other publications that 

f evel0p internat i° n al operations appear below. These may be 

idSSSvSc^iSJ? 1 ^ C ? Irpany 5°" ^ its export 553163 department and 

ifying potential customers for builders' hardware products. This is only 

a small sampling of the many similar publications available. These 7 

^ other ? often ^ be found in large public libraries. Of 
course, they also can be purchased directly from the publishers. 

Africa South of the Sahara 
The Middle East and North~Africa 
The Far East and Australasia 

Europa Publications Limited, 18 Bedford Square, London WC1B 3JN, United Kingdom 

Diese volumes provide background information on countries in the region 
indicated, along with the names and addresses of various government and 

Se 2°£ ?^ nization f/ including those involved with the construction 
services and building materials industries. 

American Bu lletin of International Technology Transfer 

International Advancement, P.0. Box 75537, Los Angeles, CA 90057 

This is a listing of product and service opportunities offered and wanted for 
foSS n ^S!Jtri2? t VentUre agreements * Coverage is for the United States and 

American Export Register 

1 B0m plaza ' 250 North 3401 street ' New York - w 

A listing of more than 25,000 firms, this book is designed for persons 
searching for U.S. suppliers and for foreign manufacturers seeking U.S 
suppliers or representatives for their products, it contains products lists 
in four languages, an advertiser's index, information about and a list of 
U.S. Chambers of Commerce abroad, and a list of banks with international 
services and shipping, financing and insurance information. 


V 


^° ne TT of lilese listings is to be considered as endorsement or preference by 
the U^. Government, nor does omission of other firms and their products 
reflect disapproval. 
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Bg ttln Inte^ tao ^_ IntarTvi) . |nnal ^ us<nasa 

Sooiete Didot-Bottln, 2S rue du Dccteur-Finlay, F-7S738 Paris Ctedax 15 , Prance 
aaographic^^^g^ || ° f 311 ktete - is by 

Q>ase World Guide for Smart-are 

<*e World Trade 

export fLSc^2 meSSas 8 °cSnSiS P ^ Wides ^czmation on current 
** exchange SSSSS'aSfJSSS *»**» **»* 

prinait^Ei^ SStsTSeJ £° r ^P" 3 * to 3l the 

industry grouns as a whrUo ^7® the Gre< iit terms offered by the 

her terms are more liberator *5? “Jj*®* 1 to determine Aether his or 

commodity groups. conservative than the average for specific 


Directory of American Firms 


in Foreign Countries 


W (212) I S7-4^ deir!y PrSSS ' 50 East 42nd Street, New York, NY 10017 

on approxiateJLy 3,000^inSca^TOrD^? itiOn " f° ntains the most recent data 
than 22,500 foLl£' mSS^S^SS!^ ^ < *«* tto * « 

American firm under the countrv In ^ countries, it lists every 

togethar with thaS £5.^££ ta2£ < t 1 l 1,! S ! ?U5 idl3rles or branches^ 
tha na.nas and addressee? SSr^SdSrS S £ ate3 ‘ 3180 ^ 

manufactured or distributed. diaries or branches and products 

Pt rectory of leading U.S. Export M a nagement Companies 
^^oS™ P -°- 190 ' =T 06430 

organization name and address, busineS^nS?^ Prides the 

Talax nunher, year established, and products t ti 
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"Directory 11 series 


Dun & Bradstreet International, Inc., One World Trade Center, Suite 9069, 

New York, NY 10048 (212) 524-8200 

Ihese directories list the names, addresses, business specialties (classified 
by the Standard Industrial Classification code) , and credit ratings of 
companies in foreign countries. The following is a list of the directories 
currently available and in parentheses the approximate number of firms listed 
in each. 

Australia 

Australian Key Business Directory (18,300) 

Jobson's Year Book of Public Companies of Australia and New Zealand 
(1,000 public and 600 private companies) 

Austria 

Austria's 10,000 Largest Companies 

Belgium & Iuxembourg 
Belgium & [Luxembourg 10,000 

Brazil 

Brazilian Key Business Directory (10,000 largest firms) 

Canada 

Canadian Key Business Directory (13,000 leading companies with at 
least $5 million annual sales) 

Guide to Canadian Manufacturers (lists 10,000 manufacturing firms with 
sales of $1 million or more) 

Central and South America 

Dun's Latin America's Top 25,000 

France 

France's 30,000 
Hong Kong 

Dun's Guide: Top 100 Japanese Companies in Hong Kong 
Dun's Guide: Top U.S, Companies in Hong Koncr 

Israel 

Dun's Guide Israel (5,000 businesses) 

Italy 

Cun's 2,000 — Italy's Leading Companies 
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Netherlands 

Nederlands Ondernemlnqen (in ixitch and English, 2,000 largest firms) 
Portugal 

Pun* 8 PeP (top 3,500 companies) 

Spain 

Spain»s 15.000 
United Kingdom 

Key British Enterprises (20,000) 

Export Directory: Buying Guide. 

J (^426-ST ra ' 110 Wan Stre6t ' Ne * *»*. m 10005 


_Export Shipping Manual 


Bureau of National Affairs, 
(202) 452-4200 


1231 25th Street, N.W., Washington, DC 


20037 




Exporter's Encyclop eri^ 

SmxmSf to hanal ® export orders, 2) 

with Sch «r*ets, 3 ) L to 

^ gautade scarce Bcotto^alls 

^^5oIa“' “»■' 20 ** »«* 

to international trade? 5 " : ihe°ixx?k ? intrcc sma11 business manager 
possible and then lists 
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Topics include locating and using U.S. Government agencies, private 
consultants, export management firms, etc. ; brief introductions to the major 
U.S. export consumer nations; channels of distribution; international finanoe 
and banking; transportation of goods; legal issues; and personal travel in 
conjunction with sales efforts. 


The Financing of Imports and Exports 

Morgan Guaranty Trust Ccmpany of New York, 23 Wall Street, New York, NY 10015 
(212) 483-2323 


A Guide to Checking International Credit 
A Guide to Export Marketing 
A Guide to Selecting the Freight Forwarder 
A Guide to Understanding Drafts 
A Guide to Understanding Letters of Credit 

International Trade Institute, 5055 North Main Street, Suite 270, 
Dayton, OH 45415 (800) 453-2453 


International Construction Week series 

McGraw-Hill Publications Company, 1221 Avenue of the Americas, 

New York, NY 10020 (212) 512-2534 

This construction project reporting service is composed of four separate 
weekly reports: 1) ICW Africa Construction Business Report . 

2) ICW Asia Construction Business R eport. 3) ICW Latin American Construction 
Business Report , and 4) ICW Mideast Construction Business Report . The primary 
coverage is on construction contracts up for bid (data on contracting 
organizations are provided) and contracts awarded (names, addresses, and other 
information on the winning firms are given) . 


International Directory of Importers 

Blytmann International, 195 Dry Creek Road, Healdsburg, CA 95448 
(707) 433-3900 

This four-edition series lists the names and addresses and describes the 
products handled by large importers in major countries throughout the world. 
A small number of firms serving international trade also are listed for each 
country. Arrangement is by products handled by the importers. 
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Jaegers Europa Register 

^^ressbudv-Verlag fur Wirtschaft urd Verkehr QrihH 
P.o. BOX 11 03 20, D-6100 fcnmstadt, FedeS? ^SlcT^nany. 

«S S p^SSb S o? U ^ v iS t tt^Sf^ aadresses ot £tas In Eurcpean countries by 
Kelly's Manufacturer s and Merchants Directory 

- ~^, i rr«c i a s e oSs 10 ° f *— 

Grinstead, west ^ 2) 

Ihe names and addresses of service firms anri nvrviii^,, „ ^ 
arranged under a series of specialty headi^s? manufacturers are 

latin America Market Slide 

$££”^ 54^50°“ &Chan3e PlaZa ' ’15, 

< ola ssUied by tha 

210,000 companies in Middle and South AmerS Cr ff it r ^ tir ^ s of m°re than 
are basic market data, outlinina imnor+^ iCa ‘ A1 f? # for country there 
demographic characteristics ^ xnp ^ rtant geographic, economic and 



Ihts is a list of charters of cameras that have programs to aid 
jfeijor Com panies of the Arab World 

SW1V IDE, u5S K^dS? ^telephone^ ll 01-821-112 ^ >n ^° n 
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Media Guide International 


Directories International, Inc., 150 Fifth Avenue, Suite 610, 

New York, NY 10011 (212 ) 807-1660 

Arranged in a geographically-based series of publications, these directories 
provide information on business, professional, and trade publications from 
around the world. 


Principal Inter national Businesses: Hie World Marketing Directory 

rxin & Bradstreet International, Inc., One Exchange Plaza, Suite 715. 

Jersey City, NT 07302 (201) 547-6050 

This directory covers approximately 50,000 major businesses, in all lines, in 
133 countries. Arrangement is by 1) geographical location, 2) Standard 
Industrial Classfication code, and 3) alphabetical order. Data includes 
f lrire L .• . volume , number of employees, and narrative description of 

specific activities, services, or products. 

Reference Book for World Traders 

^ 1 i^° ns ' Inc * ' 211 Jamaica Avenue, Queens Village, NY 11428 
(718) 464-0866 

^° OSe : 1 f af re ^® renc ^ . book for traders. It provides information on export 
documentation, steamship lines and airlines, free trade zones, credit, and 
related matters. Supplemented monthly. 

The Standard Handbook of Industrial Distributors 

Bergano Book Company, P.o. Box 190, Fairfield, CT 06430 (203) 254-2054. 

de f 1 ? n f d c ? 3piled for manufacturers, exporters, and trading 
^ wis 5 overseas sales, this two-volume set contains over 

:ur ¥ )or ting firms and major distributors in Europe, the Middle 
^ a > Africa, and Iatin America. Each volume has sections with detailed 
corpany information, including lists of items imported . 


Trade Directories of the World 

Inc * > 211 Jamaica Avenue, Queens Village, NY 11428 

(718) 464-0866 
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Ulrich's International Periodicals Directory 

R. R. Bowkers Company, 1180 Avenue of the Americas, New York, NY 10036 
(212) 764-5132 

Ihisis a classified guide to foreign and domestic periodicals. The 1983 
edition lists about 64,000 periodicals of all kinds from all over the world, 
arranged by subject matter. ' 


Ward's Business Direc tory of Major International Companies 

Catpany ' 11 Davis toive, Belmont, CA 94002 

l^nn a S f5 les ' Prides extensive data on the leading 
15,000 oarpames in the world, arranged by country and product and/or service. 

World Directory of Multinational Enterprises 

I / , InC4 ' 460 Park Avenue South, New York, NY 10016 
ooj— 2244 

i ists about 430 multinational companies based in the 
S Th?h^ the Federal Republic of Germany, and 

SS&e «*» U* is sale, * these 


world Trade Index 

Eagle Publishing Company, 63b lansdowne Place, Hove EN3 1FL 
East Sussex, England Telephone: 0273-773174 

of £ran 90 «*« 
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Chapter V 

INTERNATIONAL FINANCING ORGANIZATIONS 


An important aspect of all international sales operations is financing. The 
following section is designed to acquaint your company with some of the more 
important international financing institutions. 

The following organizations are involved in international financial 
transactions and are among the prime sources of information on major 
construction projects in foreign countries and the names of the 
arcMtectxiral/ergineering/construction (a/e/c) firms bidding for or holding 
contracts either financed or insured by them. In addition, some of them 
either finance or insure the financing of international product sales. 

The presentation below is oriented toward the information needs of a/e/c 
companies; however, it might be helpful to builders' hardware manufacturers 
seeking to identify potential s a l es prospects and in certain instances (such 
as same programs of the Export-Import Bank of the United States) , looking for 
financing or payment guarantees for their foreign sales. 


Export-Import Bank of the United States 
811 Vermont Avenue, N.W. 

Washington, DC 20571 

Contact: Office of Public Affairs 
and Publications 
(202) 566-8990 
or 

Eximbank Small Business 
Answer Desk 
(202) 653-7561 


The U.S. E>qport-Import Bank (Eximbank) is an independent, financially 
self-sustaining U.S. Government agency. Its primary purpose is to facilitate 
the export of U.S. goods and services through a variety of financial 
assistance programs. Several of these programs are well suited for use by 
American consulting, engineering, and construction firms working overseas. 

The specific financing facility to be used depends on a number of factors, 
including the type of services and goods being financed, contract price, 
method of repayment, and repayment terms. 

Financial Support Programs - are available for use by any U.S. exporter of 
non-military goods and services, regardless of size. The programs include: 
Direct loans, Intermediary Loans, Guarantees, Working Capital Guarantees and 
Insurance. Essentially, there are three basic categories of programs: 
long-term (7 years to 10 years), medium-term (181 days to 7 years), and 
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short-term (up to 181 days) . 


Long-Term i Program - is used to support major project or product sales with 
Wroxmrte contract value of $10 million or Sore tS 

^ to . tl ? f ? reign the gS^teTff SS to'SSr? 0 

repayment of a private loan made to the foreign buyer. 

usually are made directly by Eximbank and the ccomrerciSl banks to tbei^ns 

~ «r.w£KH a 

« SgSESS S’* 

" offer assistance including 

sazzz SrsSasa snrs. 

2 C f S^ed^lSf can 

the contract value, in contrast to tho^ 81 dayS to 7 y 331:3 ' de Pending upon 

SSSS^SSS £ a ?f a !S d 1 u - s - 

300 natio^n^^^^S^S 

£ ^Sa?1^le , 1SrSdS a S n S P£ ° 9ra "' . a engineer!™,, 

O.srbm* ^ T a , p “ ject should a PPly to its 

S~*£ S; SSll^involved 

S^^ t STSS^‘ ^ ™s and zzir 

to 

STf^ign^^ SSHJSS£!*JSl iSSS? ?tly to 

involved £££& «“ 

- Jsft s^«^oi^tiai 
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Requests for further Information and applications should be directed to: 
Office of Public Affairs, U.S. Export-Import Bank at the above address. 


Foreign Credit Insurance Association 
One World Trade Center, 9th Floor 
New York, NY 10048 

Contact: Carl Needeman 
National Marketing Manager 
(212) 227-7020 

The Foreign Credit Insurance Association (FCIA) insures foreign receivables 
against payment default. The beneficiary is the U.S. exporter of goods or 
services, who can thus compete more effectively in overseas markets. 

One FCIA policy is designed to serve exports of such U.S. services as 
architectural and engineering design, consulting for feasibility studies, and 
construction supervision. The policy protects the ongoing stream of 
receivables against loss for either commercial or political reasons in some 
140 overseas markets. 


International Development Cooperation Agency 
Agency for International Development 
320 21st Street, N.W. 

Washington, DC 20523 

Contact: Office of Small Business SER/OVSB 
(703) 875-1556 

The Agency for International Development (AID) , part of the U.S. International 
Development Cooperation Agency (IDCA) , makes loans and grants to selected 
developing countries throughout the world to finance engineering and economic 
feasibility studies, engineering designs, supervision of construction, 
construction services, and equipment procurement. 

loan recipient countries select consulting firms for planning and engineering 
in accordance with Agency rules, which are quite similar to the Federal 
Procurement Regulations. Construction contracts are required by Agency policy 
to be fixed price (lump sum or unit price) and awarded by the recipient 
country through publicly opened sealed bids. 


73 



the ter both 

*£2£3& ks , aem ^ 

to tte selec *i«' of 

™ - “ * /»«« ^^“SSS 

tenaUy — - i ’^jTu.’*” E rD J? ots “* 

selection program has been initiated. leased until the contractor 

**«' 30 extensive 

file Is used to review qualifications 1 !!?!? 86 18 Petforming Agency work. The 
AID-finanoed projects? ^i' 103 * 10 " 3 of funs proposed for contracts urtfer 

a^!ijlication^ r Sf i ri n f are published in Cgnmerce Business rally 

Engineering revieS ali i.ta 1 ^?^ °« ios ° £ 

. n r, lie corK^ernim resDondinn fi rme 


activity. mtormation relating to MI>supported 

be conSd^rto^o? sSuld^tiSl^^ “** that wish to 

■tee following aid questionnaire forms ars available, 

^^^St -•LSfX f S4 54 303 265 

rban and Regional Planner consultant - form No. AID 1420-19 

reviewing 63**1331^"^!^^???^ “taM-* 3 * 1 .* teutine procedure for 
projects. Proposed nm a ^^ g ^ jgpe f 3 Dal1 ^ to identify suitable 
technical service r^SSJS 2d S £l 1 ?S.? £0e SS ? $10 ' 000 on »a*t 
publicized in ^£2*^ instruction projects are 

^ lirat iSTi5yb^^d^itSS sul ^tes to 

“f - u - s - s™™ pSSS ss? of 


74 



— ? ?^ £lc ^ of Engineering - is the office primarily concerned with determining 
relative qualifications of architect-engineer firms. The titles of some of 
its principal officials are: 

Chief Engineer, Asia Bureau/Project Development Engineering Division 

Chief Engineer, Near East Bureau/Project Development Engineering 
Division 

Chief Engineer, Africa Bureau/ Development Resources, Engineering 
Division 

Chief Engineer, Latin American Bureau/Latin American Caribbean 
Development Resources Engineering Division 


International Development Cooperation Agency 
Trade and Development Program 
320 21st street, N.w. 

Washington, DC 20523 

Contract: Christian Holmes 
Director 

Trade and Development Program 
(703) 235-3663 

The Trade and Development Program (TDP) is authorized to spend International 
Development Cooperation Agency (IDCA) funis for development programs utilizing 
U.s. private expertise. This involves project identification/preparation 
studies and surveys, including feasibility studies that may lead to follow-on 
development projects financed with host country or borrowed funds. 

IDCA guidelines direct the use of this financial authority to promote 
reimbursable development programs that permit the procurement of goods and 
services directly from the U.S. private sector. This represents an inportant 
change from previous policy that limited the use of the authorized funds to 
finance feasibility studies where there was an expectation that a follow-on 

would result and involve procurement solely from an agency or agencies 
of the U.S. Government. 

All inquiries about the Trade and Development Program should be sent to the 
Director at the above address. 
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International Development Cooperation Agency 

?J5? l !^ I 5 va,:e Iwesfa tent Corporation 
1129 20th Street, N.W. 

Washington, DC 20527 

Contact: Jacqueline Grumpier 

Central Records Officer 
Application Office 
(202) 457-7059 

GovemSnt^gS^^ose^mmS^ (0PIC) a self “ sus taining U.s. 

«®tries by *" develt * ,i >« 

(OM^insunmi ?"? princl t ,a:l Programs: 

ssar sss ss^jyg £*»“• 

^ ‘iSSM; SKr; syss^s. „ M . 
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confiscation of tangibleSseS and SnirfSS £ CU 5 rency inconvertibility? 
due to war, revolution, insurrection an?H^HT )Un ?^ daraage to P h y sical assets 
when a government owner fails to qp-H-io *• ^ anc ^ losses sustained 

provisions of the SSS^J cStSS! da * Wte “ aO0ordance with «» 
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developing ccmtr^r c^S'offnSX*? J Sf !b " ent nought, and the 

can be "matched "against similar infnlS+S^’ f equest ' 1316 information 
seeking imeriSn SSScr^ “fonnaticn submitted by foreign businesses 
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U.S. Department of the Treasury 

Contact: Frank VUkmanic 
Director 

Office of International 
Development Banks 

15th and Pennsylvania Avenue, N.W. 
Washington, DC 20220 
(202) 566-8171 


U * Board of Governments of the multilateral development 

b f n J? (J®? 3 ) ls 5 10 Secretar V of the Treasury. U.S. Executive Directors (EDs) 
at the MDBs are the operational representatives of the U.S. Governor. One of 
their Primary duties is to ensure that U.S. business has fair and equal access 
international competitive bidding procedures of these financial 
institutions for procurement opportunities generated by MDB~ financed projects. 


Multilateral Development Banks 

Contact: Robert B. Keating 

U.S. Executive Director 
World Bank Group 
1818 H Street, N.W. 

Roam D-1328 
Washington, DC 20433 
(202) 477-4071 

Jose Manuel Casanova 
Executive Director 
Inter-American Development Bank 
1300 New York Avenue, N.W. 

Roam NE1103 
Washington, DC 20577 
(202) 623-1031 

U.S. Executive Director 
Asian Development Bank 
U.S. Embassy-Manila 
APO 9 652 8 -San Francisco 
(Telephone: 90163-2-59-8011) 
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relationship wittftheie ' inSitutiom an L prt *J' a,B arlsto 3 in a. firm's 
oommeroe and other business oroanizationsTr, 3 ^ ” Bet with various Chambers of 
and administrative procedures^the*^^ dlsouss Procurement cpportunities 

the MD£? e inclS^ r tSS a i v 2ali < mSur Banl ? ”^ i J orB U-S ' Participation in 
-panie^ in ctoW^S^^^^^tiveness of 0.8. 

SSSTiSSf 

^£s?wssa n £sS ass r - 

Commerce, Washington, DC 20230. ' H1325 ' u * s * Department of 

^dtt^i^fo^^°* n ^Jf^^l^^^t e ba^ i a^ : Souroes of 
Asian Development Bank 

^b^^tS^S^e its 45 doping 

with headquarters in Manila PhinJ^fi° n '*N. 1 ^ started functioning in 1966 
countries from the Asia-Pacific JSion hy J^ e governments of 31 

America. The United States is a martoerf^ 14 countries fran Europe and North 

with d ^ cpnant ' 

financing is designed to support^cific projecte? ^structure. Most Bank 

P.o. Box 789, Manila, Hiilippi^es 2800? 1 headquarters address, 

Inter-Amer ican Development Bank 

Stts o? SS ^ lic ** -t of 
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The Bank also serves as a catalyst for mobilizing external private capital for 
Iatin America's development through borrowings in the international financial 
markets and by promoting co-financing arrangements with other financial 
institutions for development projects in the region. 

Lists of IDB-approved projects (with contacts for procurement of goods and 
services for these projects) appear monthly in editions of IDB News. This 
free publication and other documents that provide details on the IDB's roles 
and operations are available from the Office of External Relations, 
Inter-American Development Bank, 1300 New York Avenue, N.W. , Washington, DC 
20577 (telephone: (202) 623-1379). 

The World Bank 


The institution known as the World Bank is the International Bank for 
Reconstruction and Development (IBRD) and its affiliate, the International 
Development Association (IDA) . 

The IBRD, established in 1945, is owned by the governments of 144 countries. 

It finances its lending operations primarily from its own borrowings in the 
world capital markets. A substantial contribution to its resources also 
comes from retained earnings and the flow of repayments on its loans. Loans 
are directed toward developing countries at more-advanced stages of economic 
and social growth. 

The IDA was established in 1960 to provide assistance for the same purposes as 
the IBRD, but primarily in the poorer developing countries and on terms that 
would bear less heavily on their balance of payments than IBRD loans. IDA'S 
assistance is, therefore, concentrated on the very poor countries. 

Lists of projects being considered for financing by the IBRD and the IDA 
appear in the Monthly Operational Summary , a publication available for $95 
annually from the Johns Hopkins University Press, Journals Division, Johns 
Hopkins University, 701 West 40th Street, Baltimore, Maryland 21211 
Telephone: (301) 338-6988. 
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APPENDIX 


QUESTIONNAIRE ON THE MARKET FOR BUILDERS ' 
HARDWARE */ IN [NAME OF COUNTRY] 


What is the approximate size of the current [name of country] market for 
builders' hardware? A break-down in terms of specific products, such as 
padlocks, residential door locksets, etc., would be helpful. 

What is the market growth potential for builders' hardware? Are there arty 
near- or long-term changes in the [name of country] market forthcoming that 
would alter the market for these products? 

What competition do American builders' hardware manufacturers face? A brief 
description of the domestic industry and important exporting countries to 
[name of country] would be helpful. 

Who specifies the builders' hardware for a building: architect, engineer 
etc. , and who is the primary buying influence: the owner, architect 
distributor? 


How does one go about obtaining information on product standards, if any? 

IS ‘5 visable to use a sales agent or deal directly with construction 
S n ^t^? Wh ° lesale dealers ' “tail store buyers in selling in [name 

Personal visits by company personnel based in the United 
States, or could a company operate ]ust as well with a sales agent? 

fft l f? Cffnir >9 trade fairs that would be appropriate for 

U.S. firms to attend or participate in? ^ or 

I S sss Mssa-eM? ls to 


80 



*/ Hie term "builders' hardware" refers to the following products: 

Iron and steel brackets 

Locks and locksets used on the doors and windows of buildings 
(including electronically-operated systems) 

Locks and locksets used on cabinets 
Door bolts and checks used in buildings 
Hinges of all types 
Keys and key blanks 
Padlocks 

Architectural trim (sold separately), including protection plates, push 
plates, pulls, push-pull bars, and lock trim not elsewhere classified Exit 
devices (anti-panic devices) 

Miscellaneous closet hardware, including shelving other than decorative 
shelving 

Door controls, closers, and checking devices 
Hangers, tracks and related items 
Door holders and stops 


Integrating the above material into a detailed, comprehensive export plan for 
your company's builders' hardware products may enable you to develop an 
effective export sales program, one we hope will result in substantial sales 
volume increases for your company. 

Your comments and questions concerning this marketing plan are welcomed. 

Also, we would like to know whether this information resulted in your firm's 
establishing an export sales department, and if so, the success of the venture. 

Address all correspondence to Franklin E. Williams, Building Materials and 
Construction Division, Trade Development, International Trade Administration, 
Roam H-4045, U.S. Department of Commerce, Washington, DC 20230. 
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